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Note carefully 
Mr. 








Go through this issue carefully; fill out this blank as 
indicated, and send it on a tour of the store. Its value to 
you is multiplied by the number of your associates who 
benefit from its contents. : 














No retail shoe publication in the world is giving to its 
readers the amount of expert and authoritative service that 
is embodied in each week’s issue of the “ Boot and Shoe 
Recorder.” 











when circuit is 
completed, with comments or suggestions, if any. 








HAVE COURAGE to 
set the retail price—after 
the shoes have come into 
your store. Don’t buy at 
a price to sell at a price. 
That system is of the past. 
If a certain number looks 
exceptionally good, put on 
a courageous price-mark. 
If the shoe looks good for $5.00, it looks equally as good for $6.00. 

I am afraid there are a great many merchants who are not advancing their sales 
prices in proportion to the advances they are paying for shoes and the expense of 
doing business. Don’t be one of them. See that you maintain your percentage of 
gross profit. 

If you ordered shoes last Spring on the anticipation plan, you should now con- 
gratulate yourself on your business foresightedness. You should now take advantage 
by setting the price as if those shoes were purchased on today’s market, for you will 
be unable to duplicate them at anywhere near what you paid. You are certainly 
entitled to the extra profit. If you want to know the actual worth of these same shoes 
today, write your shoe manufacturer who will soon tell you. 

On the same lines of logic, don’t be afraid to place advance orders for your 
Spring trade. Size up the situation in your own home town, and buy your needs, 


BUT DON’T GAMBLE. 


Treasurer 
The Preston B. Keith Shoe Co. 
Brockton, Mass. 
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There Is No Alarm in the Price Situation 


OR myself, I think well of the mer- 
chant as a man of energy and studi- 
ous of gain,”’ said Cato the censor 
about 200 B. C. From present in- 
dications we must wait until the 
year 2,000 A.D. to see that happy 

; day when merchants are really studi- 
ous of gain. A study of profit and of price is one of the 
most important things of this day. It is one of the 
factors underlying that general feeling of unrest in 
the trade on the question of price to be paid by the 
public for good footwear. 

There is nothing alarming in the price situation 
today when you consider the values actually given in 
shoes in comparison with any other line of merchan- 
dise. A day’s wage in America buys a better pair of 
shoes than in any country on the face of the globe. 
The trouble has all along been that the public demands 
too much of a shoe, at the price paid for it. Most of 
the people will pay more for shoes, and those who 
think they will not MUST. 

There is no hope for an early lowering in price of 
leather or any of the component materials which go 
into the making of shoes. The supply of cattle is 
less the world over and the consumption of leather is 
greater. Foreign countries are making restrictions on 
killing which, plus the embargoes on export, limit the 
known quantity of skins available for manufacture 
into footwear. For the war to close suddenly would 
mean no perceptible break in the line of price which is 
now gradually elevating. The sharp peaks in the 
price scale have passed by, and fluctuations to come 
wili be moderate in force and effect. The economic 
conditions of the basic materials as well as of labor 
and of the many ingredients point up rather than 
down. 

These are days for studious consideration of both 
the element of fashion and of price. Shoes selected 
correctly are shoes which have the best chances for 
crediting the business with a profit. 

We wish to emphasize again and again the faculty 
of thinking more orderly and clearly on the logical 
progress of style and of price. We are taking up in the 
“‘Recorder’’ step by step the important things which 
take the alarm ovt of merchandising and which make 
the man who bas his money invested a better business 


man. Thus in our issue of September 2nd we featured 
those styles which have elements of safety and suc- 
cess within them; September 9th we analyzed their 
tops, tips, and toes; September 16th we brought out 
the color schemé and on September 23rd we emphasized 
the influence of Paris. In that same number we cov- 
ered children’s footwear, and emphasized particularly 
the troublesome point of price, which is more apparent 
in the merchandising of children’s shoes than in any 
other. 

Now in this current number we go one step further 
and discuss the telling of the story of price to the pub- 
lic, and our trade leader for the week hints at a way for 
the merchant to pocket an extra profit which comes 
through his business acumen. In next week’s issue we 
hope to have an analysis of the government statistics. 
(due the day we go to press this week) for even though 
figures are dry and heavy to assimilate, they clearly 
tell the trend of supply and demand abroad, which 
certainly has its influence on prices of shoes to the 
American public. With an export figure of $146,613,- 
815 of shoes and leather sent out of this country in the 
year closing June 30, 1916, there is opportunity for 
significant comment. 

Many minds in the trade have worked on this sub- 
ject of price and when they all agree that the tendency 
is upward, it is high time the merchant passes the word 
along to the public. 


Designs from the Floor 


As a shoe dealer, how many successful styles have 
you ever devised or suggested? 

We know that many of the best styles come from the 
active minds of shoe dealers; but most traveling sales- 
men incline to dodge, when a customer begins to talk 
a new style; his experience is that this usually amounts 
only to ‘changing samples,’”’ a thing detested by all 
factories and refused by many. One trouble is that. 
the ability to see the completed shoe, with the mind’s 
eye, is a rare thing. 

Some good things have come from the stores; but 
some big mistakes have come from there also. We have 
in mind a big buyer on Twenty-third Street, New York, 
who was full of the notion of setting the town afire with 

(Continued on page 31) 














28 BOOT AND SHOE RECORDER 





“All the Costs are 
pushing the price 
of shoes up hill. 
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Telling the Public 


Merchants the Country Over Are Realizing the Advantages of Publicity 
Through Newspapers on the Price of Shoes 


HE fact that shoes are higher in price 

is self evident to every consumer. 

The degree of increased cost, however, 

is not so apparent. Why it is that 

the public is skeptical of shoe prices, 

and not of prices in other materials, 

is pretty much the fault of the shoe 

trade itself. Shoe merchants have generally ignored 

the fact that the public is interested in ““why shoes 

cost more’’ and-have gone under the assumption that 

the answer was obvious. Other lines of apparel as well 

as food stuffs, etc., have been skilfully featured in 

newspaper articles so as to give the public some ink- 
ling as to the trend of prices. 


The Point of Fashion 


Now that shoes have entered into the fashionable 
period of development there should be some line of 
general publicity keeping pace with the interest in 
new styles, and it is most apparent that price is the 
thing to emphasize. The shoe trade today is many 
steps removed from the cobbler craft, and the greatest 
progress in the development of real merchandising 
has come within the past five years. 


A Question of Recent Importance 


In the first burst of prosperity which hit this coun- 
try a year ago, little thought was given on the price 
equation, but of late the subject of price has become 
even more paramount than that of style in many 
localities. Merchants have found out that the capac- 
ity for purchase on the part of the public, of shoes at 


$5.00 and up, is more limited than the prosperity 
boom gave promise of. 


The Reason is Plain—Ignorance 


The reason is plain in that the customer has not 
been taught that the shoe which he gets actually rep- 
resents a value far in excess of the price asked. No ar- 
ticle of wearing apparel has as much intrinsic value 
within it, at the price. The superiority of modern 
shoe machinery has made low prices of shoes possible. 
The old-timers in the business can well remember the 
age when shoes were twice and thrice the present 
prices—that is to say shoes which had any element of 
appearance and distinctiveness. Today the finest 
shoes are made accessible to the most moderate in- 
come and in appearance they rank almost on a par 
with the finest shoes which can be made. We are reap- 
ing today the errors of many men who preached such 
fool logic as “you can’t put more than $3.50 into a 
shoe without taking undue advantage of the public.” 


Telling the Truth on ‘Prices’ 


For years the “Recorder” has been pointing out 
ways and means of telling the public and scarcely a 
week goes by but what we furnish a merchant with 
text which he can use in his local newspaper. If you 
will remember back, we published April 29, 1916, a 
reprint of a page from the Des Moines Evening Tri- 
bune, payment of which was pro rata among twenty 
retail shoe stores. Since that date we have seen similar 
uses of the copy in newspapers all over the country. As 
an example of co-operative advertising on the ques- 














THE GREAT NATIONAL SHOE WEEKLY 29 


tion of price, it stands out as one of the finest bits of 
work along that line ever prepared for the education 
of the public. Some arrangement can be made with 
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A Guarantee of “Higher Prices” 


the newspapers as to a basis of payment from the 
combined editorial and advertising displays. 


The Seven Merchants of Jacksonville 


On the 25th of this month, the merchants of Jack- 
sonville, Fla., completed number seven of a series of 
advertisements extending over a period from August 
14th to that date. The first advertisement followed 
the style of the page as published in the Des Moine 
Evening Tribune and the copy was as follows: 


Plain Facts About the Shoe and Leather Situa- 
tion 


An Open Statement to the Public by the Leading 
Shoe Dealers of Jacksonville. 


We are uniting in publishing this statement because we 
know that the public is fair-minded and interested in knowing 
the facts about the shoe and leather situation. 

Do you know that every single item that enters into the 
making of a pair of shoes—leather, linings, nails, thread, etc., 
has greatly increased in cost in the last six months? 

The causes of the general advance are, briefly, as follows: 

lst. The demand for leather is greater than the supply— 
on account of the decrease in number of cattle in United States. 
For instance, in 1907, there was raised in the United States 
51,565,731 beef cattle and there was a population of 87,320,539; 
in 1909 there was 49,379,000 beef cattle to a population ‘of 
90,556,521; in 1911, there were 39,679,000 beef cattle to a 
population of 93,792,509; in 1913, there were 36,030,000 beef 
cattle to a population of 97,026,000, and in 1916, there were 
39,453,000 beef cattle to a population of 103,000,000. 

2d. Cost of tanning materials has increased 100 per cent 
to 1,000 per cent owing to, blockade of certain ports. 

3d. Decreased supply of raw skins by curtailment of some of 
the supply centers due to the European war. 

4th. The freight embargo of Eastern railroads, due to short- 
age of ships for carrying. 


5th. Increased marine freight and insurance charges owing 
to the war. 
6th. Export of huge quantities of shoes and other articles 
made of leather to Europe. 
7th. Increased leather consumption in America, due to the 
greater employment of labor all over the country and more 
money in circulation from increased business earnings. 
8th. Autos have also made great increasing inroads into 
the available leather supply for upholstering as it takes an 
average of two hides to each car. 
These causes have forced shoe manufacturers to advance 
prices. 
Economical Shoe Co., 5 East Bay Street. 
Golden’s Bootery, 10 West Forsyth Street. 
Golden-Pomeroy Co., 131 West Bay Street. 
Jordan & Schmidt, 229-435 West Bay Street. 
Porter Clothing Co., corner Bay and Laura Streets. 
McCowan’s Walk-Over Boot Shop, 15 Forsyth Street. 
Hutchinson Shoe Co., Jacksonville, Fla. 


Statement of “‘Why Shoes Cost More’’ 


Other articles in this series—running from full page 
to quarter page advertisements—had such statements 
as these paragraphs:— 


Dry Statistics Give Another Important Reason for the 
Advance in Shoe Prices 


“If it were not for the dryness that is a component part of 
all tables of statistics, the public could be given proof by ‘fig- 
gers’ that much of the present increased cost of shoes comes 
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through the extraordinary exportation to European and other 
‘countries. 

“‘We’re not saying what is going to take place in the future, 
for no one knows; but we are saying that scarcity of material, 
increased demand and general conditions of abnormal business 
have combined in sending prices soaring. Whether the ending 
-of the war will bring about a drop remains to be seen. 

“At the outset we admitted that statistics possess a sort of 
choking dryness so we have refrained, but the wearer of shoes 
who is able to read, and further to understand, must realize 
that manufacturers have held to their old standards of quality 
rather than sacrifice their reputations in cheaper goods. It 
would have been possible for manufacturers to lower grades 
and leave prices alone, but it wouldn’t have been treating you 
wearers of shoes just right. 

“The wisest and most honorable course is to hold to quality 
above all things. We would rather see you temporarily dis- 
pleased over an increase in price than to see you permanently 
distrustful of a brand of shoes you always held in esteem. 

“The manufacturers declared their intention of maintaining 
quality, and that’s what you will continue to get. If you pay 
more for it, you can take comfort in the thought that you are 
not selected for particular punishment, for everybody faces the 
same necessity. 

Buying the best with the assurance that it contains 
the best in material and workmanship, is the best safe- 
guard for all who have already felt the high cost of living. 
The best in shoes gives the wearer the cheapest in shoes 
in the long run or the long walk, for after all it is only 
the good shoe which will endure. 


Don’t Blame Your Shoe Merchant for the Ad- 
vance in the Price of Shoes—Forces Be- 
yond His Control Are to Blame 


“These articles are being published in order to ac- 
quaint the public with the real facts in the shoe and 
leather situation. Extraordinary conditions have 
brought about the extraordinary cost of shoes, and it 
is only the science of shoemaking embodied in the lat- 
est and highest improved machinery with a maximum 
output at minimum cost of manufacture that is keep- 
ing the prices as low as they are. Were it not for these 
modern machines, there would be no shoes for men or 
women selling at retail today for less than $5 per pair. 
But when the difficulties of the situation become mere 
scarcity of material, the machines are powerless to 
prevent the increased cost. 


What Can the Public Do? 


Buying the best shoe that can be afforded and then 
taking care of it after it is bought. The cheapest shoe 
is dear at any price, as is proved in the long walk. It is 
not the dealer’s fault that the price of shoes is going up. 
He is not responsible for conditions any more than the 
man who sells flour is responsible for the higher price 
of wheat. The conditions are general and will reach the 
farthest points of the world. And the farther the point 
the more severe will be the effect. 


Co-operation of Local Newspaper Editors 


One of the important things to do in lining up a 
campaign of this sort is to get the whole-hearted co- 
operation of the editors of your local newspapers. 
In connection with the Jacksonville campaign, E. L. 
Landrum, vice-president and general manager of 
Hutchinson Shoe Co., Jacksonville, Fla., writes us: 


E. L. Landrum Writes 


“‘We beg to advise the subject matter of these ad- 
vertisements has been gathered from time to time 
by the writer and it has been “whipped” into the 
proper shape by the advertising staff of the Times 
Union of this city. 

“In reference to the benefits that have been re- 
ceived by us from this campaign, we beg to advise 
that of course we have no way of tracing these bene- 
fits directly, but in conversation with retailers, we 
gather that the buying public is expecting to pay more 
for their footwear and that they “do not buck” the 
higher prices as strong as they formerly did. Whether 
this is due in part to the campaign or to the natural 
course of events, we are of course unable to say. 

‘However, we understand that the retail shoe deal- 
ers of Pensacola, Fla., and Augusta, Ga., thought well 
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enough of the first issue to make considerable inquiry 
through the daily papers to the Times Union of this 
city, asking for the cuts, etc., to be sent their papers 
for a similar campaign and some action was taken 
along the lines of starting a campaign of this kind in the 
two above mentioned cities.” 


Matched Shoes and Costumes 


In Paris there is an unusual use of shoes and 
ties in beige colored leather, due obviously to 
the great run there has been on suits and gowns in 
beige colored jersey cloths and gabardine. 

Antelope, notably in gray, has been rather popular. 
Slippers and ties in gray antelope have been worn 
either with gray costumes or with navy blue cos- 
tumes trimmed with gray; in other words, the vogue 
for the shoe which matches the costume has been and 
is being continued. 
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Fine Footwear for Men for Spring, 1916 





Mahogany Calf Bal, with combination 
tip and saddle strap. By the Dalton Co., 


Brockton rubber fibre. 


Brockton 


National Association News 
By A. H. GEUTING, Secretary 


The Secretary has received a communication from 
H. W. Cook, who was appointed chairman of the 
committee appointed in Philadelphia at the recent 
conference, in regard to a supply of raw material 
from Europe, particularly Russia, in which he states 
that persistent efforts are being made to release 
hides from Russia. It has been reported officially 
through our secretary of state and our representa- 
tive in Moscow, that twelve million calfskins are 
deteriorating in Russia, and that these should be 
shipped at the earliest possible date. We are hoping 
that the state department will aggressively proceed 
with this work and land some of those skins in the 
United States to temporize the constantly advancing 
prices in the shoe trade. 

E. D. Gildersleeve, treasurer of the N. S. R. A., 
has just returned from the West, where he attended 
the entire session of the Michigan Shoe Dealer’s 
Association Convention, and it was refreshing to 
get his report. He speaks in the highest terms of 
the Michigan boys—of their cordiality and their 
general business acumen. All the retail trade re- 
quires is to get in contact with itself, and up sparks 
initiative results. The Michigan Shoe Retailers’ 
Association will be a part of the National before 
long. 

President Sloane of the Ohio Association also writes 
a very encouraging letter from the West, and is in 
constant contact with the situation there. Sentiment 
is crystallizing fast for a convention in Cincinnati, 
and we believe it will be the most enthusiastic and 
largest convention that the retail shoe trade has ever 
enjoyed. There is no question at all in the minds of 
the ‘officers of the National Association as to the 
outcome of the union of all shoe associations in the 
United States. 


Se 


Dark Shade of Russia and White Buck, 
binding in Russia and sole and heel of 


By C. S. Marshall Co., 





Mahogany Calf Boot in two-tone effect. 
By M. N. Arnold Shoe Co., North Abing- 
ton, Mass. 


DESIGNS FROM THE FLOOR 
(Concluded from page 27) 

enamel boots for women. An all-patent boot is a freak, 
for man or woman, whether of the usual finish or the 
so-called enamel—finished on the flesh side. This 
man almost moved the safe outdoors to make room 
for those queer looking, wrinkly boots; and an awful 
time he had in getting rid of them, at any price at all. 
Another man, up on 125th Street, was sure that square 
toes were coming, with a sweep. You have no doubt 
noticed the great run on square toes! 

While it is always admissible to keep an open mind 
on the matter, we incline to think that styles as they 
come from reputable and leading manufacturers will 
be found to be pretty well thought out. We have sat 
in with style conferences, many times, as guest and 
spectator, in good factories; and we can vouch for the 
fact that by the time a style is decided upon in all 
details, it has been raked and combed and sifted by 
discussion so thoroughly that there is not much to be 
added to it, or subtracted from it, or in any way modi- 
fied to advantage. It is about right, as it stands. 

Nevertheless, don’t keep bright thoughts concealed 
under your hat; talk it over, with traveling salesmen 
or manufacturers. 


The Merchant and Prices 


There is hardly a merchant in the land who makes 
an adequate profit on the sale of children’s footwear, 
for he is by far the most considerate merchant when 
it comes to the welfare of children. His work may 
seem unappreciated, but he renders service in the 
direction of health, comfort, and growth unparalleled 
in any line of merchandise sold to the public. It is 
not the dealer’s fault that the price of shoes is going 
up. He is not responsible for conditions any more 
than the man who sells flour is responsible for the 
higher price of wheat. 
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Three Definitions 
To Keep in Mind When Studying Shoe Styles 


NOVELTY.—Used in the shoe trade, this term 
applies to those shoes which are a marked departure 
from conservatism in style, whether the peculiarity 
be features of material, pattern or any point of 
design; shoes of which the customer is not likely 
to ever buy more than one pair. It has come to be 
generally recognized that many styles are put forward 
which cannot be expected to have more than a pass- 
ing vogue, or which may appeal only to those dress- 
ers in each community who are fond of striking the 
original effects in their apparel. It has been deemed 
a judicious principle of shoe merchandising to recog- 
nize such shoes as being in a class by themselves, to 
buy them in limited quantities, and sell them at 
extra profits, to make up for the necessary sacrifice 
in price in closing out the assortment when a shifting 
of style demand decreases their salability. 

STAPLE.—A general term applied to shoes em- 
bodying such features of style and makeup as render 
them subject to repeated demand from customers, 
as distinguished from the “novelty,’’ the ‘‘freak’”’ 
or the “‘specialty;’’ shoes which with minor varia- 
tions in style or ornamentation may be expected to 
sell in future seasons. 

SPECIALT Y.—Footwear for special uses, in which 
the element of fashion is practically ignored, as a 
minor consideration, and a general standard type 
established, which does not materially vary from 
season to season. Examples are riding boots, car- 
riage boots, tennis and golf shoes, and all sorts of 
sporting shoes, etc. 


Big Cincinnati Failure 


The MacDonald & Kiley Co., Cincinnati shoe 
manufacturers, following a meeting of its large local 
creditors, was petitioned into involuntary bank- 
ruptcy by a representative of three large eastern 
creditors last week. Subsequently another meeting 
of creditors was called for Monday of this week in 
connection with the situation. It is understood 
that there is over $400,000 indebtedness, of which 
approximately $90,000 is said to be owing to mer- 
chandise creditors. The factory has been shut down 
and notices have been sent out to the salesmen in 
order that they may find other positions. 

The situation promises to be a difficult one for 
practically all concerned, as the available assets are 
said to be only a small proportion of the total in- 
debtedness, and merchandise creditors especially 
regard their prospects of satisfactory adjustment 
with some anxiety. Another difficult situation con- 
fronts the salesmen now out, as it seems likely that 
the failure will mean the loss of a season to many of 
them, 











Can You Beat This? 


Into the store came one of those keen, thin fellows, 
who had about him that “I’m-looking-for-a-bargain”’ 
air. Said he to the clerk: “I want a pair of your 
very best $5 shoes, of calf leather, size No. 8, D 
wide.” 

The clerk produced a pair that satisfied. He 
fitted them. “Feel good and comfortable, do they 
not?’ asked the clerk. 

“Yes, they fit fine,’ answered the customer. “I'll 
take them, if you'll let me have a discount on 
them.”’ 

“Why should I give you a discount any more than 
any other man?” asked the clerk. 

““Well, you see,” said he, “I keep a variety store, 
and we merchants ought to trade with one another 
on ‘inside prices.’ ”’ 

And it’s a fact of record that the clerk gave him 
the discount. But what the boss said to the clerk 
isn’t a matter of record. 


Late Rubber Notes 


A well edited and handsomely printed “house 
organ” is The Dominion, published semi-monthly 
by the Canadian Consolidated Rubber Company, 
Ltd., of Montreal. While this is more largely de- 
voted to home and factory gossip, it is an attractive 
publication handsomely illustrated and giving much 
of general interest to the trade. 

A new tennis shoe being introduced to the Canadian 
trade has a peculiarly constructed sole, an outer sole, 
with rolled edge enclosing an inner sole, or filler of 
aerated or sponge rubber, filled with thousands of air 
bubbles or spaces, thus making the tread exceedingly 
elastic. The heel is built up of two sections thus made 
up, giving still more resiliency where the principal 
shock comes in walking. 


The Western Tennis Girl 


This being the height of the sport season a most 
timely display was that of Gudes, Los Angeles, Calif., 
who featured tennis shoes. The background was 
draped with tennis nets and in the center was a large 
Christie drawing of the Tennis Girl. Wicker tables 
and chairs were set about. On the tables were racquets 
and balls, and on the chairs were displayed tennis 
shoes in white and bronze, and white and green. The 
table was covered with a scarf of sage green linen and 
held a vase of purple bachelor’s buttons. Kid and 
canvas shoes of white and tan, and high walking shoes 
of gray, tan and navy blue were shown. Inside the 
store several of the cases were lined with golden, hued 
silk, and lighted by the indirect lighting system from 
above. 
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Talking It Over With Mr. Manufacturer 


A Few Things a Buyer Learned About Leather and Prices While 
Visiting a Shoe Factory 







OOD morning, Mr. Manufacturer,” 
sah said the Visiting Buyer. “I'd like 
\¥) to see some of your boy’s shoes to 
\g retail at $1.50 a pair.” 
“Mighty glad to see you” briskly 
ZK 2S answered The Manufacturer. “But 
to tell the truth I don’t care what 
you retail shoes for.” 

“Why not?” 

“Because,” responded The Manufacturer, “I’ve 
seen my shoes sell at $1.25 on East Side, $1.50 up 
town, $1.75 up state, and $2 a pair on the Pacific. 
You merchants fix the retail prices. I don’t.” 

“But what have you for shoes, anyway,” asked the 
Visiting Buyer. “I suppose you're going to boost 
prices on me again.”’ 

““Not necessarily.” 

“‘How’s that?’ exclaimed the Visiting Buyer. “I 
thought everything going into shoes was going up 
like a kite in a November breeze.” 

“‘Some things are going up, true enough,” responded 
Mr. Manufacturer. ‘But new and better things are 
coming along to take the places.” 

“Is that so?” 

“Certainly,” responded Mr. Manufacturer. ““There’s 
fibre and rubber soles. One firm is going to make 
30,000,000 pairs of fibre soles next year. The use of 
fibre soles is keeping down sole leather prices.” 

“Do you recommend them?” 

““We leave it to the consumer,” said Mr. Manu- 
facturer. “‘We put a good grain insole inside our 
shoes, a stout leather for the upper, and an outsole 
of leather. Our insole and upper will wear until the 
boy outgrows them. When the soles wear out, he 
can take his shoes to the repair shop, and have sewed 
on any sort of a rubber or a fibre sole that he desires.” 

“You mean that the consumer hereafter will have a 
lot to say about the choice of soles?” 

“T most certainly do,” responded Mr. Manufacturer. 

“But what about this upper leather that wears 
so well,”’ asked the Visiting Buyer. “I know a grain 
insole will wear as long as a shoe. But I never 
heard of the everlasting upper leather before.” 

“It’s hardly an everlasting leather,” responded 
Mr. Manufacturer. “But here’s a pair of shoes 
made of it that a boy has worn a year.” 

““Must be good leather,’ interrupted the Visiting 
Buyer. “I’ve always figured that a boy kicks out a 
pair of shoes in seven weeks.” 

“That was before the tanners improved the leather.” 

“Why,” exclaimed the Visiting Buyer, “I always 
imagined that old fashioned bark tanned leather was 
best.” 


“Here's a piece of such leather,” answered Mr. 
Manufacturer. “See how easy it tears.” And so 
saying he ripped a vamp in two pieces. Then he 
continued. “Here is a piece of the new chrome 
leather. See if you can tear it.” 

“It’s strong all right,” answered the buyer, as he 
failed to tear the leather. ‘‘But there isn’t any grain 
on it.” 

“No there isn’t,” answered Mr. Manufacturer. 
“The grain was split off to make some high grade 
boots for men. The “slab”’ or flesh split was taken 
off and made into sock linings. The middle cut, 
which was left, was chrome tanned, and treated with 
“dope” a collodion compound, made by a gunpowder 
company, to fill its pores, and then was smooth 
plated in a press. That put an artificial grain on 
it. 9 

“But will this grain : alee? asked the Visiting 
Buyer. 

“Why so particular about the grain of a boy’s 
service shoe?”’ responded the manufacturer. “Have 
you observed that the grain of leather cracks in hard 
service, and causes the leather to split? Have you 
read that army shoes are made with the flesh side 
of the leather out, because shoes so made will wear 
longer.” 

“That’s true enough,” said the Visiting Buyer. 

“There’s another point about this new finish of 
split leather,’’ continued Mr. Manufacturer. “It’s 


waterproof.. That helps to keep the boy’s feet 
dry and warm. It also helps to make the shoes wear 
longer.” 


99 


“This new leather does seem remarkable,” mused 
the Visiting Buyer. “Is it a secret process leather, 
that is patented?” : 

“Oh, no! A lot of tanners are making it.” 

“Is it plentiful, and cheap?” 

“Well, I’ve made a contract for a year’s supply of 
it at fifteen cents a foot. That shows its plentiful. 
But the price of it has gone up to 20 cents a foot 
since I made my contract. I’m using it in place of 
leather that is now selling at 24 cents.” 

“You’re saving money on upper leather!’’ ex- 
claimed the Visiting Buyer. 

“That’s true,” answered Mr. Manufacturer. ‘But 
I’m paying more for sole leather, supplies and labor. 
The extra cost on these items eats up my savings.” 

“Do you maintain the quality of your shoes?” 

“Well, I’ve been in business 30 years, and I pride 
myself that the shoes I’m now making, even in these 
days of high prices, wear better than shoes I ever 
made before. As I hope to keep manufacturing °0 

(Continued on page 40) 
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CLEVER WINDOW DISPLAYYA 


At no time in the year are good window displays more important. Follow thes 
pages each week for the valuable suggestions offered. inal 

















Number One 
Number Two 

The background shown in Number One is extremely simple in 
its make-up, but is attractive enough to stop the prospective 
customer. No. 2 illustrates a practical pyra- 

A circle cut from heavy cardboard twenty inches in diameter mid column fixture that can be 
is fastened in front of a panel eighteen inches wide and seven used to advantage for the display 
feet high. The latter is covered with brown bark paper. On ° » yang 3 —— ob! oe 
the circle a few chrysanthemums are drawn with crayon. Arti- ot ths cotene, it te Oe tee 
ficial flowers could be used. lace, it can be used to feature 

The Fall foliage used on either side is carried in long, sweeping “Specials.” It is constructed of 
curves that give it d very attractive appearance. composition board, with a frame 


work of lumber. The “steps” 
should be twelve inches wide and 
twelve high. The frame attached 
to the post should be large enough 
to _— a quarter sheet (11x14) 
card. 











No. 3 shows a way in which the 
merchant who has a paneled back- 
ground can embellish it to give an 
attractive Autumn appearance. 

all paper may be had that has a 
design showing oak leaves with 
acorns. These can be cut out and 
— on the panels. A narrow 

rder of cardboard made like that 
shown will add to the appearance. 
Fall foliage is stacked in the cor- 
ners. 























Number Three (Continued on page 40) 











Y¥AND SHOW CARD WRITING [By 
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The man in the store who is clever with his pen can turn out business-getting 
cards by following the suggestions given weekly. 


c3o 
aliaehmemments 








Show Card Writing 


The alphabet here reproduced is one that will find great favor with show card writers because of its artistic 
touches. Secondly, because it is quickly executed, finishing each letter without any extra retouching. 

This alphabet is sometimes called an “‘Angle Stroke”’ effect, as all down strokes are finished on the top and bot- 
tom on an angle of 45 degrees. It is made up partly of Old English and partly of the Roman style. 

In proceeding to practice this style of lettering No. 9 or No. 10 red sable rigger is recommended. Work your 
brush out flat to a chisel edge on a piece of glass or cardboard after dipping it into your show-card color. The chisel 
edge of the brush is then held on an angle of 45 degrees to the guide line, and a very light touch is required. 

It is also recommended to use a finger as well as a wrist movement, which will overcome any awkwardness or 
stiffness in the appearance of your work if the hand is held rigid. 

Before proceeding with the alphabet it is best to practice the elementary strokes shown in the bottom line. After 
these are mastered there will be little or no difficulty experienced in executing the above characters. 

This style together with its lower case, which will be shown at another time, is recommended for head lines, but 
should never be used in all capitals. The first initial in capital, and the balance of your wording in the lower case is 
the only combination in which it can be intelligently recommended. 

It will be found an admirable style for pen lettering, ruling your guide lines in proportionate heights. This lesson 
plate was executed between guide lines 1 5-8 inches in height on a card 10x19. 

This will give the student the necessary information for ruling his guide lines and proceeding with his practice. 
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Angle Stroke Alphabet 
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THE 





On the edge of the Swamp, not far from this point, the 
First President had his Mansion 


UST what the designation “The 

Swamp” conveys to the average New 

Yorker is a matter for speculation. 

To many it has no meaning, while 

re) to others it indicates a section of the 

One®) city “somewhere near the bridge,” 

noted chiefly for its narrow, crooked 

streets and its odors. But to those familiar with the 

history of Gotham the Swamp is replete with tradi- 

tion. Men of national and international renown have 

been identified with the locality—it has been the 

birthplace of fortunes that today are famous, and it 

has been the home of political cliques that have 
swayed the nation. 

Since the Revolutionary War the Swamp has been 
identified with the hide and leather trade. Here were 
situated the tanneries and the boot and harness shops 
of a century ago, and although the boot and shoe 
makers and the tanners have disappeared, the leather 
merchants and the dealers in hides and skins still re- 
main. 

The Swamp today embraces those portions of Ja- 
cob, Ferry, Gold, Frankfort and Cliff Streets that lie 
in the deep hollow overshadowed by the high walls of 
masonry forming the anchorage of the Brooklyn 
Bridge. Practically every building in narrow Jacob 


SWAMP—In Old New York 


Street is devoted to hide and leather houses, and build- 
ing after building in Gold Street and the rest of the 
thoroughfares bear the signs, and exude the odors, 
characteristic of the hide and leather industry. 

A swamp it was in the old days; a depression filled 
with rushes, bogs and brackish water that rose and 
fell with the tide. And a swamp it is today despite the 
city streets that cross and recross it and the buildings 
that have been erected on every hand. After a par- 
ticularly high tide Jacob and Ferry Streets are flooded 
to the depth of several inches and some of the build- 
ings have been constructed without cellars. The bot- 
tom of the swamp is below high water today, just as 
it was in the days when a fine old highway wound 
round the edge of the marsh. This road led to the 
stately dwelling on the eastern brim of the bow! at 
Cherry and Frankfort Streets, where President Wash- 
ington and the first lady of the land held court while 
New York was the young Republic’s Capital. In the 
evening the drive that skirted the depression and 
reached out into the Bowery was thronged with the 
notables whose names have since become conspicuous 
in American history. 


“Tt was not long after this period that the Swamp 


began to become a center of industry and the gather- 
ing place for the tanners and leather merchants of the 
country. In 1790 the first leather worker made his 





A Motor now operates this still active One-Hundred- 
Year-Old Leather Lift 
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appearance, coming from Collect Pond (which was 
located at about.the point where the Tombs now 
stands). This pioneer was James Brooks and he 
was accompanied by Jacob Lorillard, who had done his 
tanning at Center and Magazine Streets (where the 
old powder magazine was located). 

Other tanners, sensing the fact that in the future 
the center of their business was to be the Swamp, soon 
followed and before long Frankfort and Gold Streets 
were entirely built up. 

But with all this development, and the construction 
of tannery vats, storehouses and the like, the outskirts 
of the Swamp were still the favored locations for 
turkey-shooting contests on Thanksgiving Day. Here, 
too, Gothamites of the knickerbocker generation built 
forts of huge strips of discarded tanbark and chevauz- 
de-frise of cattle horns discarded by the leather makers 
and held their always active gang fights. 

The progress of tanning in this country and the de- 
mand for property in the Swamp gradually put an 
end to the tanning industry in New York. The locality 
was developing in leaps and bounds. New streets were 
cut across its surface (they were muddy streets to be 
sure and not at all pleasant to travel); new buildings 
were being erected, and soon the tanning vats gave 
way to storehouses for hides and finished leather. 
Boot and shoe makers came in, harness shops opened, 
leather importers and exporters and leather brokers 
bought property and erected buildings, and hundreds 
of thousands of dollars’ worth of skins, hides and even 
furs were being handled. It is interesting to note that 
thousands of deerskins were among the early products 
of the leather houses and tanneries of New York. The 
animals roamed the woods just beyond the city and 
at that time there existed a big market for deer hides. 

Early in the century the Swamp became of political 
as well as commercial importance. Captains of indus- 
try became captains of politics also and all of the prom- 
inent parties were represented. Washington Hall, the 
headquarters of the Federal party, was located at 
Broadway and Chambers Street, and Tammany Hall 
was flourishing at the same time as a wigwam where 








Experts inspect every Goat and Sheep Skin brought 
into the Warehouse 


weird and wonderful attempts at Indian celebrations 
seemed always in progress. In those days the Tam- 
manyites followed the customs adopted from the 
aborigines and at parades, rallies and the like feath- 
ered headdresses, wampum and the various other 
regalia were used. Harmony Hall, another meeting 
place for Democrats, flourished at the very edge of the 
Swamp. 

Through a century and a quarter there has been 
little change in the appearance of this section; mod- 
ern buildings have been erected in some streets, and 
the survivors of the past still linger in others. The 
trade that made the Swamp famous is 
still the business of the occupants. To 
be sure the industry has broadened 


hides another, but both are liberally 
represented. Millions of dollars in 
business are transacted in this secluded 
section of the city, often over- 
looked entirely by the average New 
Yorker. 

There are warehouses too (structure 
of another generation mostly) that 
house thousands of hides of all 
kinds representing vast sums of 
money. 


Data and cuts through courtesy 


The Balance Scale is still used by the City Weighers who operate in the Swamp of New York Edison Co. 


until now leather is one branch and: 
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Weekly Advertising and Selling Helps 
Distinctive cuts that serve and save are a regular feature—they produce results 
; and conserve money. Used for any advertising purpose or coupled with the copy of 
selling experts, they are real business getters. 
As it is impossible to carry these small amounts, be sure to REMIT WITH ORDER 
- and avoid delay. 
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More— 


in Shoes 


—_ STYLE costs nothing 


extra in this store for women, 




















No. 100, 25e. men, boys and girls—why 

. should it if a store plays fair? 

M* of good judgment and footwear taste waste no time in ‘“‘shopping But the style is always there— 
about” for Fall shoes, but make quick tracks for the store that never here! 


Pay the price that reliable qual- 
ity and staunch workmanship will 
always command—quality and 


yet disappointed them—that’s here! 
Smart styles in superior shoes with novelty tops that top the so-called 


“Jeaders.’’ Button and lace for business address. Shoes that fit right and wear i 
‘ hf > : workmanship that ensures long 
right, right down to the end. Shoes at $4.85 and $6 a pair and worth it! service and comfort from the 
6< 99 A new exclusive model for well! dressed first wearing. Pay $3.50, $5 or 
THE LEADER men—just received. Come and see it $6.50 a pair and get all-around 
and know what true style and real, personal fitting service means. shoe satisfaction in this “family 
store.” 


t 
Store Name Here Sine Bias ee 
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Shoe Store Salesmanship 


“Your Customer’”’ 


Wye does your customer mean to + comfort; and of a memory not only of 
you? Surely something more hu- stock but of customers. See that your 
a than a “prospect” or a salesmen realize the advantage 7 being 

Each customer is a live personality whose able 7 say when a —- omer. enters, “Good 
good-will is a tangible asset. This good- morning, Mrs. Blank, and then to remem- 
will is sown in your advertising, your win- ber her shoe size, width and style prefer- 
dows, your store “atmosphere,” your mer- ences, submit the offerings, and serve her 

unobtrusively. 


chandise and your first sale. It is culti- 
vated by service, not only at the time but In a man’s familiarity with his own busi- 
ness, too often he forgets a customer’s 


after the sale. 

Indifferent salesmanship makes the cus- limitations. When you are able to put 
tomer indifferent to you. Service inpsires yourself in his or her place as a layman, 
confidence—the service of proper equip- and can make sales with the customer’s 

viewpoint in mind, you will be well on the 


ment, which means time-saving for cus- 
tomer and salesman; of correct and careful road to making your transient customer a 
No. 101, 25c. permanent asset. 


fitting, which means subsequent customer- 
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Exclusively Featured for Shoe Stores’ 


Hardly a day passes without strong testimony from shoe merchants of the grati- 


= 


fying results of the use of this service. 


qqQoa 


Supplementing these pages the “‘Recorder”’ offers a free service to merchants in ad- 


vice and suggestions on advertising problems or campaigns. 
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EFORE it’s too late, choose 
B shoes for the children in 

“Nature Shape,” and Na- 
ture will do the rest. Choose at a 
store where time is freely given 
to properly fitting the little feet 
and where quality in the making 
rings true. 

Finally—choose where you will 
pay neither too. little nor too 
much. Choose from our sturdy 
lines at $2.50 a pair. 
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Shoe 





HAT does the shoe merchant 

W think when customers leave the 

store without buying? Of course 

there are times when it is impossible to 

make a sale “‘on the spot,”’ but to continu- 

ally see business going out of the front 

door and into the hands of a competitor is 

conducive to many ills, both mental and 
financial. 


Often the reason is not so much that the 
shoes are not the wanted kind, as it is the 
manner of the presentation of them. 


Every customer possesses certain in- 
stincts, and in no two cases are these de- 











No. 103, 25c. 


F novelty, quality, style and 
I comfort in a woman’s shoes 
are worth getting at all, they 

are certainly worth a fair price— 
our own fair price of $4.00 a pair. 
The new Fall colors and shades 
are in harmony with good taste 
in dress, and reflect the season’s 
most favored fads and fancies. If 
you linger, you lose, for the great 
variety that we have ready now 
won’t be so great a little later on. 








**Making the Appeal” 











No. 105, 25c. 





No. 104, 25c. 


VEN if a man’s shoes are 
NOT in style, he may still 
be, as the old Scotch prov- 

erb says “a man for a’ that.”’ But 
he doesn’t look it and will find it 
very hard work to feel it. 

Fall shoes, with all the snap 
and go that smartly dressed men 
demand, are waiting for new own- 
ers here—that’s what you face as 
you enter this Ever-ready store 
for men. $3.50, $5 and $6 a pair. 
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Store Salesmanship 


veloped to equal degree. The “open- 
eyed”’ salesman is the fellow who recog- 
nizes the qualities of these particular in- 
stincts and plays his “‘Salesmanship Sym- 
phony” upon them. 


The salesman who does not recognize the 
susceptibility of these instincts is like the 
man who hunts big game with a pop-gun; 
he may occasionally hit the mark, but his 
shot lacks the “punch” sufficient to bring 
home the game. 


To find the instinct is to achieve the 
success that comes to the “high-frequency” 
type of shoe salesman.  — 
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Selling Stunts on the 
Pacific Coast 


Shoes for Motoring 


The Phil Herold Shoe Co., San Jose, Calif., realized 
that the motoring class is constantly increasing, and 
accordingly arranged a display that would appeal es- 
pecially to them. In the background was a white per- 
gola overgrown with pink roses, the window being 
floored and draped with steel gray velvet. Arranged 
on glass topped pedestals were a good showing of elk 
skin shoes for men and women, and a sign in the midst 
said: 

For your Auto Trip you will need Proper 
Footwear in order to thoroughly enjoy 
the outing. 

TAKE A LOOK AT THESE FINE, FLEX- 
IBLE ELK SKIN SHOES. 


A more direct, though perhaps not so artistic an 
appeal to motorists was made in the display of Swift’s, 
Seattle, Wash. In the background was a rough board 
fence, over the top of which could be seen some tall 
rose trees. On the fence was painted in yellow “‘Swift’s 
for Shoes.’’ A guide post in one corner of the window 
had on it an extended hand and the words “To Swift’s.”’ 
In front, cut out of cardboard, was a red auto, four 
feet long, in which was a goggled chauffeur, attired in 
long yellow coat. Stout, yet flexible shoes are shown in 
the window, and a sign said: “If you want to be com- 
fortable, try our easy motor shoes for men and wom- 


” 


en. 
A Ball Room Shoe Display 


To any merchant who wished to feature his dress 
shoes is commended the ball room arrangement adopt- 
ed by C. H. Baker, Los Angeles, Calif. A flight of 
stairs was erected, extending almost to the glass, this 
was surrounded by a low balustrade, terminating in a 
broad landing in the background. At the head of the 
stairs was a large mirror hung with smilax, and pink 
roses, while beneath it was a box of ferns. The stairs 
were of ivory hue, and carpeted with purple velvet— 
the whole having an indescribable air of richness. An 
ivory enameled table at one side held a vase of pink 
roses, and likewise a pair of tall white suede shoes 
and red ball room satin slippers with white heels. 
Set along the steps were white and patent leather 
pumps and also spats of gray and white, while on the 
opposite side of the staircase were sport and walking 
shoes of canvas, many of them having trimmings of 
tan or patent leather. 

TALKING IT OVER WITH MR. MANUFAC.- 
TURER 
(Concluded from page 33) 
years more, I am certainly keeping the quality up, 
for my reputation is based on the quality of my 
shoes.” 





STYLE IN THE TRENCHES 


Officers of a crack English regiment have ordered in America 

a aes type of soldier footwear. This shoe is virtually a 

shoe within a shoe, having double parts throughout — the 
cost is above twenty dollars 


“But it seems to me that in keeping up the quality 
you are making many changes.” 

“Certainly I am,” concluded the manufacturer. 
“You wouldn’t ride in the highest standard stage 
coach the world ever knew if you could have an auto. 
Would you?” 


MORE WINDOW FEATURES 
(Concluded from page 34) 


You Take No Chances 
When You Buy Here! 
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Number Four 

The stunt shown in number four will get attention. A dice box 
is'made of heavy cardboard painted a dark color. Two square 
boxes are used for the dice. The spots can be a circle of black 
paper pasted on the boxes. The panel card on the background 
reads, ““You take no chances when you buy here!” This feature 


can be used as the center-piece of a display of either women’s or 
men’s shoes. 
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Self Service in Shoe Stores 


Some Aspects of a Novel System and Its Development from Coast 
to Coast ? 


HE West is the home of the Cafeteria, 
or ‘‘serve yourself’ restaurant. It is 
also the home of the newest note in 
shoe retailing, for in Pasadena, Cal- 
ifornia, a retail shoe store was first 
established on much the same prin- 
ciple. In this store, everything is 

painted white, and the attractiveness of the interior 
is enhanced with vines and growing plants.- The shoes, 
instead of being shelved in cartons, are displayed in 
little compartments along the wall, each bearing a 
card giving the size, width and price. In the center of 





the store is a railed area covered with a green rug and 
enclosing a number of white seats. Customers enter 
at the right, proceed along the wall until they see some- 
thing interesting, then take it to one of the seats and 
try it on. There are no salesmen; each customer fits 
himself, returning unavailable shoes to the proper 
compartment, and when the final selection is made, 
he takes it to one cashier, who wraps it and gives a 
check for the amount of the purchase. This check and 
the corresponding amount of cash are then surren- 
dered to a cashier at the door when the customer 
leaves. 
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ANNUNCIATOR. 
=| KEYBOARD a! St 
= Mais ~ 
ei el 
WHAT THE STOCK CLERK SEES WHAT THE CUSTOMER SEES 
This view of the balcony shows the entrance, the key- One of the double seating units, showing the slide from the stock balcony, and 
board, annunciator, stock shelves and the built in also the desk, behind which is the cash drawer and the sales record book used 


slide leading to the seats below 


by the salesman 
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You Can’t Beat Rub- 
ber Krome for 
Bowling 


RUBBER KROME Solesare so flexi- 
light and non tiring that they’re sim- 
ply ideal for Bowling--or any kind of 
sport. 


Also they grip the floor or ground just 
to the right degree. 


Don’t forget that RUBBER KROME 
is not a counterfeit sole leather, nor a 
composition of rubber and something- 
or-other. 


It’s leather--good, old dependable, hest 
quality L-E-A-T-H-E-R---tanned in a 
new and better way. 


Get acquainted with it. 


J.W.&A.P. Howard & Co.,Ltd. 


Corry, Pennsylvania 
BOSTON OFFICE: 95 SOUTH STREET 








‘ The New Carpenter Method 


Variations of this system of cafeteria shoe retailing 
have already been given in the ‘‘Recorder,”’ and signs 
are multiplying of the ingenuity used every day to 
evolve a method of retailing shoes, especially men’s 
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THE CARPENTER KEYBOARD 


To get a pair of $3.50 shoes, style 320, size 9 C, to cus- 
tomer in chair 2, push the buttons style 20, width 3, size 
9, chair 2 


shoes, on a popular-price, or fixed price, basis, that 
will result in a reduction in overhead and ensure suc- 
cess through the element of novelty. 

The cafeteria method may not be adaptable to all 
localities, and its defects can be cited as reasons against 
its use, even though the quality of absolute perfection 
is absent from most human devices. Whatever the 
reason, others have been at work on other methods em- 
bodying the “‘self service” idea. Amongst these, Charles 
Calvin Carpenter, of Boston, Mass., has originated 
a novel scheme now in operation in one of his four self- 
service stores in the city. Mr. Carpenter has never 
been connected with any other business than the re- 
tailing of shoes, and his business career from errand 
boy to inventor and merchant covers a shoe experi- 
ence of twenty-seven years’ duration. The self-service 
theory of his three original stores has appeared in an 
earlier issue, but for six months past his Washington 
Street store has been operated on a system that is 
unique. 

Plan of the Store 

This system is adaptable to quarters probably nar- 
rower than any now in use in stores handling an equal 
amount of business, and for this economy in floor 
space is claimed a corresponding reduction in rental 
overhead. Only two employees are needed, a “‘sales- 
man-cashier”’ and a stock clerk. Men’s shoes only are 
carried, at two prices, $3.50 and $4.00 per pair. The 
entrance is at the left, adjoining a display window 
measuring about four feet by five feet, showing the 
various styles suspended on hooks from curved racks, 
which in turn are suspended from the ceiling across 
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the right hand rear corner of the. window; and more 
shoes are arranged on the window floor. 

Inside, about two-thirds of the floor space the length 
of the store is an aisle; the remainder is occupied by a 
row of built-in seats for customers, arranged in four 
sections, two customers to a section, with a variety of 
slide or dumb-waiter between the customers in each 
section. Set in the wall opposite these seats is a push- 
button keyboard shown in the drawing, and this is the 
basis of the system. Over the seats is a balcony, with 
the stock shelved in the usual way arranged by stock 
numbers, sizes and widths, except that built in the 
shelving is the upper part of the slide or dumb-waiter 
which ends at the seats below. Here on this balcony 
the stock clerk is stationed at a point where the an- 
nunciator (set in the front railing of the balcony, over 
the entrance) can be readily seen. The seating ar- 
rangement, and the balcony are shown in the drawings. 


How Sales Are Made 


Now a customer enters and sits in, let us say, Seat 
No. 5. The salesman gets an idea of what is wanted. 





THE SELF SERVICE UNIT 


Showing how the customer handles the shoes and 
fits himself 


Perhaps it is a $4.00 shoe, style 408, 83 C. On the 
keyboard behind him he presses the buttons marked 
$4.00, style 08, width 3, size 8}, chair 5. The cor- 
responding drops fall in the annunciator in the bal- 
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CHAMPION SHOE REPAIR MACHINERY 


OVER $100,000,000 


was done last year in Shoe Repairing. 
Did you get your share? 


CHAMPION Shoe Repair Machines are 
Standard in Working Efficiency—Over 
15,000 in use—There is a reason for it. 


CHAMPION Line of Machines consists 
of Straight Needle and Awl. and Curved 
Needle and Awl Stitchers—Repair Out- 
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Standard Straight Needle Stitcher 
CHAMPION SHOE MACHINERY CoO., 
Please give me particulars 
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FOUR CARDINAL POINTS 


that make 


NORWICH FIXTURES 


The standard to go by 
Catalog No. 19 


now ready. Send for your copy 


The Norwich Nickel & Brass Co. 
NORWICH, CONN. 











NEW YORK suuevtugn ‘BOSTON 
712 Broadway 26 Kingston St. 
[FINISH _ || || ADAPTABILITY | 





fits and Nailing Machines. 
Largest Line in the Market. 


CHAMPION MACHINES are Sold Out- 
right for Cash or on Time Payments. 














Ideal Curved Needle and Awl Stitcher 


Write us for Catalog and Prices 









Wletlnscknscadebeeidisiyhtei abies: cami’ CHAMPION SHOE MACHINERY CO. 
Ec idbtws Reha Wd he ce okeaehmemeT ede r eens 3723 to 3741 Forest Park Blvd. 
Address....... ‘edt ded thie ‘Bacgag CCC ST. LOUIS. MO. 
| QUALITY || ||__ SERVICE | SHOE STORE 
FURNITURE 





On every piece. To Match Your Fixtures On every piece. 





Fitting Stool 


The cheapest on the 
market--will outwear 
4of any $2.00 kind 
STRONG and 
STEADY 


$3.50 


THE C. F. STREIT MFG. COMPANY 
Write for Catalog 1047 Kenner St., CINCINNATI, O. 
PITIIIIIIIIIIIIIIIII 
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In the heart of the Shoe and Leather trades 


wWarwick Hotel 


St.Louis 


FIFTEENTH AND LOCUST STS 
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cony. The stock clerk sees at a glance what is wanted, 
takes the box from its place, puts it in the slide, and 
sends it down. The salesman takes it out, opens the 
box, places it on the top of the special fitting stool, and 
attends to the next customer. If the shoes are not 
satisfactory, or if a $3.50 pair is wanted, or a different 
size, he puts them back in the slide, and rings up on the 
annunciator just what is wanted. 

When a sale is made, the shoes are sent in the slide 
to the balcony, with the cover in place, if the carton is 
wanted by the customer; or with the cover on the bot- 
tom if the carton is not wanted. While the stock clerk 
is wrapping the package, the salesman takes the money 
goes to a little desk adjoining the last seat as shown in 
the drawing, puts the money in the cash drawer, and 
enters on a book the stock number, size, width, cost, 
and selling price. By that time the bundle is back, and 
the customer is disposed of. The one man, in this case, 


Lewis F. Dewsnap, an experienzed shoe man, has no: 
difficulty in handling eight customers simultaneously,’ 
but it is to be noted, that the success of the system 
depends in a large part upon the employment of a 
capable floor man and a capable stock clerk. 


Development of Self-Service 


The first Carpenter self-service store was established 
in Boston three years ago in a room three feet wide by 
six feet deep. The present stage of the business shows 
the development of self-service. The idea may be ap- 
plicable only to a certain class of bysiness, but its de- 
velopment is calling for a special type of equipment 
and its field as a rule is distinct from the established 
retail shoe stores, although many éstablished stores are 
considering it and some have adopted it as a basement 
feature for the efficient handling of odds and ends and 
specials. 2. 


Economical Delivery Equipment | 


Motor Transportation Quickens the Pulse of Trade, and Develops 
More Business 






BEEN 


Ve-NY HEN the history of transportation 


shall be written’ said the late J. J. 
Hill, “it will be equivalent to a his- 
tory of civilization.” The railway, 
trolley and steamship lines which are 
linking people and places in closer 
bonds: of social and commercial rela- 


tionship, is transportation in its broadest sense. But 
the local delivery problems of manufacturer and mer- 
chant are no less important, for efficiency here con- 
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A type of delivery equipment used in many Amer- 
ican shoe stores, which represents probably the 
minimum investment for motor car delivery 


tributes to the smooth operation of traffic on every 
trade avenue. 

It is impossible to make it easier for people to go 
about and do business without many other people 
having more business to do. Modern methods of 
transporting merchandise are quickening the pulse of 
trade and speeding up the service of the factory and 
the store. First the thought, then action, always pre- 


cedes developments that contribute to national prog- 
ress and prosperity. 

Within the last few years a new form of transporta- 
tion has rapidly come tg the front. It is that marvel 
of engineering science—motor ~power—which is so 
widely applied to vehicles which mayat follow a track- 


. Jess highway and leave their loads? ‘at the consignees’ 


doors. The future of the motor method of transporting 
merchandise is so promising that it may be reasonably 
expected to be universally adopted. 





Metropolitan stores find practicable motor vehi- 

cles representing a larger investment. The type 

shown has claims for appearance and low operat- 
ing cost that are attractive 


The gain in the use of commercial cars alone in the 
state of Massachusetts during the first six months of 
1916 is shown by registration records to be 50 per cent 
over the number of commercial cars in use during 
the same period of 1915. 

The capabilities of the commercial car is daily empha- 
sized. That the shoe trade is awake to advantages of 

(Continued on page 47) 








BOOT AND SHOE RECORDER - 


The Big little word--the key- 
stone of the big New idea in the 
merchandising of rubber-soled 
canvas footwear. 


This is our new word for the 
footwear which your customers 
have heretofore called tennis 
shoes, sport shoes, sneakers, etc. 


All the beautiful styles of last 
season and many new ones. 
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Boots and Shoes 


The rubber footwear market has received some im- 
petus from the colder and more stormy weather, and 
jobbers have been busy shipping orders, which have 
come, with some insistence for immediate delivery. 
They have been fully able to take care of these, but 
feel confident that really severe weather will find many 
calls from retail shoe merchants who are unprepared 
for any very heavy demand. The opening of the 
schools, in those parts of the country where spread of 
disease is feared, has been delayed, and with this is 
postponed the return of many from the Summer 
camps and resorts. These will come soon, and the re- 
tail merchants, if they are wise, will endeavor to sell a 
pair of rubbers with every pair of shoes sold, both 
adults’ and children’s. Especially is it advisable to 
recommend rubbers when school shoes are sold. The 
tactful shoe salesman can enlarge his sales totals con- 
siderably by doing this. 


Tennis Lines 


The new price lists and catalogs are not only being 
studied, but are being ordered from for Spring deliv- 
ery. The styles introduced last year, especially the 
“‘welted” and “heeled” lines have proven extremely 
popular with the public, and there is every evidence 
that the demand for them will be greatly increased 
when the Summer season begins. Jobbers and large 
retailers are already ordering, and while some of these 
are blanket orders, there is no doubt that when de- 
tails are sent, they will show a large proportion of 
these most stylish goods. Meanwhile, those factories 
where tennis lines form the total, or a large proportion 
of the output, are increasing their manufacturing facil- 
ities in anticipation of such a demand. 


Crude Rubber 


The London market has shown some speculative 
fluctuations, which were reflected on the market here, 
though in most varieties prices have fully recovered. 
Trading here, however, has been confined mainly 
to comparatively small lots. There is some demand for 
futures, though these are fewer than normal for the 
season. Considerable amounts of crude rubber ar- 
rived last week from Amazon ports and from Singa- 
pore. Stocks on hand are liberal. 

We quote: Up river fine, 73c.; islands fine, 63c.; 
up river coarse, 44c.; islands coarse, 3lc.; caucho, 45c. 
for upper, 42c. for lower; cameta, 33c.; red massai, 
53c.; first latex pale crepe, 62}c.; smoked sheets, 61 
to 6lic. 

Scrap Rubber 


The scrap rubber market is somewhat more active. 
The collectors report a growing scarcity in retailers’ 
and small waste dealers’ hands. It is believed that the 
supply will continue small until heavy weather brings 


The Rubber Realm e €2£% 


about the general necessity for wearing rubbers,when 
the left over rubbers are brought out, and found use- 
less for another season’s wear. Then there is likely to 
come a further supply, and perhaps a lowering of 
price. Till then prices are likely to hold at or near 
present figures. Boston dealers are offering 83 to 9}c. 
for scrap shoes. New York quotations run from 9 to 
9ic. Philadelphia and Buffalo dealers’ offers range 
from 83 to 9c. 
Rubber Notes 


The B. F. Goodrich Co. publish a very neat little 
magazine, which while mainly distributed to the agents 
and employees of the company, and to users of the 
rubber tires, considerable numbers go to the customers 
buying Textan soles and rubber footwear. The Sep- 
tember number shows some fine pictures of fisher-folk 
wearing this company’s Hipress boots 
of white rubber. 


Among the novelties of this tennis 
season is a new tread or sole, intro- 
duced by the La Crosse Rubber 
Mills Company. This tread has cells 
quite similar in outline to those in a 
honeycomb, but in the center of each 
hexagonal depression is a little knob. 
The effect is a handsome sole, but be- 
sides, each knob, and each wall around 
the cells acts as an anti-slip, and a 
most practical one. 





ECONOMICAL’ DELIVERY EQUIPMENT 
(Concluded from page 45) 
both light and heavy duty types is clearly manifested to 
any person who will spare the time to analyze and 
survey this field. Motor cycles with delivery vans 
attached are likewise receiving a generous share of at- 
tention. 

If a boy on a bicycle delivers six parcels in an hour 
and a man in a motor car, or on a motor cycle, delivers 
sixty-six parcels in the same time, it does not call for 
a great amount of figuring to find out which way is 
the most desirable. Considering the quality of the 
service and the quantity of service obtainable in this 
way what does it matter, if operating costs run high. 
Careful calculations, however, over a long period of 
time have shown that the idea of expense being prohib- 
itive to use is erroneous, and that an investment in 
this method of delivering packages is profitable for 
the user. 

This is all substantiated by the fact that the motor 
method of delivering merchandise is increasing in pop- 
ularity and it is proving satisfactory where an analysis 
of conditions has resulted in the choice of the proper 
type of vehicle for the work it must perform. 
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No Excuses Here! 














Great Coast Shoe Store, voluntarily furnishes us the strongest adver- 
tisement possible—confirming what our thousands of other dealers must 
think and what many of them say regarding J. & K. Shoes and J. & K. 
Service. 


Here is the letter alluded to—written us recently by Sommer & Kauf- 
mann, San Francisco, Cal., one of the largest and finest shoe stores on the 
Pacific Coast or in fact the entire United States: 


‘*We have just received the first batch of goods ordered ~ 
for Fall delivery; have checked them personally and 
gone through the lots very carefully, and want to say 
that it is an excellent lot of shoes, well made and con- 
taining very good material. If these times when manu- 
facturers make all sorts of excuses for the poor material 
which they are sending, attributing it to scarcity, etc., 
it is gratifying indeed to receive such a lot of good and 
satisfactory shoes.” 


Upon receiving this letter, we wrote to Sommer & Kaufmann for per- 
mission to reproduce what they had written us. In reply we received the 
following: 


“You are at perfect liberty to make use of our pre- 

vious letter in which we spoke favorably of shoes re- 

: ceived from The Julian & Kokenge Co. The commen- 

! dations expressed in the former letter were fully justified 

H in view of the nice goods received from the firm. We are 

not a particle bashful about making complaint when it 

is necessary to do so, and we are equally eager to admit 

when we are treated properly and receive goods that 
entitle the manufacturer to praise.” 


: THE JULIAN & KOKENGE ce. 


CINCINNATI. 
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There is a marked increase in business in the leather 
market, the demand for both sole and upper being 
materially heavier than last week, which, in its turn 
was better than the previous week. Shoe manufactur- 
ers, or at least a large proportion of them seem to 
have followed a policy of holding aloof from the mar- 
kets, and this has led to the belief that they were to 
a greater or less extent covered either by leather on 
hand or contracted for. Meanwhile the foreign demand 
has been going right along, with sales for export taking 
large amounts of stocks on hand, as well as current 
receipts, and now comes, not exactly a shortage but 
at least a moderate scarcity of available leathers. 
With foreign buyers seemingly willing to pay high 
prices, the way in which tanners and leather men are 
holding quotations down for their regular home cus- 
tomers is certainly commendable. To be sure, few are 
wholly actuated by philanthropical principles, but of 
course it is good policy to hold on to their regular cus- 
tomers, and some concessions now may mean cus- 
tomers held later. 

Sole Leather 


The sole leather market shows, more strongly than 
the upper stock market, this phase of a heavier 
domestic demand. Taken as a whole, all qualities of 
sole stock, from the best down to the lowest offal, 
stocks are far smaller than they should be at this point 
in ‘the season, and as the steady demand keeps up for 
export, and the home call increases there can be no 
doubt that prices must advance. The very talk of 
higher prices has tended toward increased call. There 
is really no cheap leather. Manufacturers of low priced 
shoes find it difficult to get any stock within a price 
they can afford to use. Hemlock sole is still quoted 
at 37 to 38c. for best B. A. dry hide tannage, other 
grades running at 36,34 and 3lc. Some hemlock bends 
reported sold for export at 50 to 52c. Union sole is still 
in good foreign call, while the home market has im- 
proved. Sole cutters who have been out of the market, 
are now buying. Cow backs of the best quality sell at 
60 to 62c. for light, 60c. for medium and 55 to 57c. for 
heavy. Oak sold shows about an even demand for 
home cutting, and for export. No. 1 scoured backs, 
light and medium, are held at 65 to 67c. and heavy 
backs 63 to 65c. Bends are generally quoted from 1 to 
2c. above these figures. Belting butts are in only mod- 
erate demand, with best quality light weights selling 
at 80c., and from that down to 72c. for heavy weights 
and poorer quality. 

Upper Leather 


There is less activity in upper than in sole leather. 
This is partly owing, no doubt, to stocks in shoe manu- 
facturers’ hands, or leather contracted for, but is, 
certainly, in some measure, due to the conservatism of 
shoe manufacturers of buying heavily until it is really 
settled, that leathers are to be used most in the coming 
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The Leather Market * + 


season’s goods. There is a pretty fair foreign call in 
some lines though a large part of the movement is in 
deliveries on contracts. Calf leathers are in somewhat 
restricted supply, and all heavy weights coming to 
market are quickly absorbed. Light weight calf, suit 
able for women’s shoes is the only variety showing any 
abundance in the market. Colors are quoted from 48 
to 58c. a foot, while black chrome finishes run from 
45 to 5lc., according to quality. Side leathers are held 
strongly, as regards quotations, but it is said that 
several large contracts are_imminent, and that there 
are but slight differences between buyers’ and seller 
figures, with a possibility that these sales may be con- 
summated by the time this report gets into print. 
Tan side leathers are very firm, and some special lots 
are held at 39c. Some excellent tannages in imitation 
of cordovan sell at 40c. Quotations however, as a rule 
run at 30 to 38c. and blacks from 28 to 36c. Mat sides 
strong at 35c. Prices of waxed splits are higher, owing 
to a somewhat improved demand for shipment abroad. 
Some special finishes of chrome splits, selling around 
16 to 20c. are heavy. Flexibles continue in sufficient 
demand to absorb receipts. 


Hides 


While the demand in this market continues light, 
there seems to be no disposition on the part of sellers 
to reduce prices. Tanners still restrict their purchases 
to small transactions and stocks are accumulating. 
New England abattoir native steers are selling at 23 
to 23$c., light cows at 22}c. and heavy cows at 22c. 
No. 1 Ohio buffs are quoted at 20 to 204c. and extremes 
223 to 23c. Southern country hides range from 19 and 
193c. for far southern and 20 to 203c. for nearer points. 

The Chicago packer hide market is firm, with a 
moderate demand. Native steers have sold in fairly 
large lots at 263 and are no held at 27c. Native cows 
quoted at 25 to 25$c. Heavy cows are scarce and held 
at 26c. The Chicago calfskin market is very firm, 
with late take-off held by packers at 37} to 38c. City 
skins are now quoted at 35c., and country skins 31 to 
32c., an advance of lc. all along the line. New York 
calfskin prices are $3.20, $3.65 and $4.15. 

Foreign dry hides are firm and strong, with No. 1 
B. A. hides, held at 34c. 


Paris Style Dictum 


All styles in Paris both for dresses, hats and dress 
accessories are very simple. The French woman is 
wearing little besides tailor suits and walking dresses. 
Many conflicting ideas were shown in the recent 
openings and many of the models were complicated in 
cut and rather overladen with trimming. The few 
ideas that stood out prominently .were somewhat 
longer skirts and less full with a tendency towards 
more corseted effects and full sleeves. 
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*“SHUCLEAN” 


Nothing excels this 
article for White 
Kid, Calf, Buck, 
and Nubuck leath- 
er. It works quick- 
er, dries whiter 
than any article 
made. Will not 
harden the finest 


and lightest weight 
of kid. Two sizes. 





Per Dozen (Small)......... $1.00 
Per Dozen (Large) ........ 1.75 


There are no special leathers made, 
no shoes cut from them, but what 
may be kept fresh as when new by 
use of Whittemore’s polishes. We 


keep abreast with the science of 
tanning, and the demands of the 
retail trade, so that the polish 
that’s wanted can be had from 
Whittemore. 


Shoe Polishes 


are the standard shoe polishes of the world. 
They are known everywhere, bought daily, 
and spoken of most highly. 
keeper and the storekeeper are of the same 
mind regarding Whittemore’s shoe polishes. 
That’s why they are steadily called for and. 
easily sold. 


The house- 


*“BOSTONIAN CREAM” 


The most Per- 
fect Cleaner 
and Polishing 
Cream for the 


Finest Grade 
of Colored Kid 
and Calf Leath- 
ers. 

Put up in all 
the popular col- 
ors, White, 
Dark Gray, 
Dark and Af- 
rican - Brown, 
Battleship 
Gray, T an, 
Black ,and any 
other color de- 
sired. 


Ezpressly 
Adapted for 
Glazed Leathers. 














Per Dozen 


Ask your Jobber’s Salesman or write direct for 





complete catalog 


<< maitre ar J 
ae 


es 


shoes. 


stains. 
new. 


and shoes. 
$2.00 and $2.75. 


Cleans and re- 
colors Suede, 
Buck and Ooze 
leathers, Dark 
and Battleship 
Gray, Field 
Mouse, Dark 
andAfrican 
Brown, White 
and any other 
colors desired. 


Per Dozen 
$1.75 


Per Dozen .. 


Whittemore Bros. Corp., Boston, Mass. 


= FEF 


— ae - 
U/l 


10 Karat Gold Front 


Plain Polished Yellow Gold 
Plain Dull 


The ornamentation may be either Engine 


Shoe Buckles 


Plain Polished Green 


Yellow Gold 


graved, or Chased, or if you prefer they may be perfectly | 


Let us have your inquiries, that we may show you sample 


Harrison 


send you our leaflet 


N 


James and School Sts. Attlebor 


Gold 
Plain Dull Green Gold 


Turned, Hand 


Jewelry Company 


En- 


ain 


peivemores “”"e 


2 POW 


CLEANS & 
>| 


EDE8 


FOOT 











DER 
RECOLO! 


WEAR 


“Cleanall” is the great success for 
cleaning all kinds of cloth used for 
Per dozen, $1.75. 
is the liquid that does the trick of 
cleaning and coloring all kinds and 
colors of Suede, Buck and Nubuck. 
Per dozen, $1.75. Gold and Silver 
Dressing removes tarnish and other 

Makes shoes look like 
Per dozen, $2.75. 
Dressing instantly bronzes ‘boots 
Two sizes, per dozen, 


“Chic” 


Bronze 
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Men in Shoe Stores 


G. W. Karl with Brandeis 


Omaha, Neb.—George W. Karl, a 
graduate of the John Wanamaker store 
in New York, later with Kaufmann Broth- 
ers in Pittsburg and just prior to his com- 
ing to Omaha associated with Maison 
Blanche of New Orleans as shoe buyer, has 
received the appointment of shoe buyer 
for the Brandeis stores. 

Mr. Karl has had twenty-six years’ 
experience in the buying and selling of 
shoes. 

Advertising Rhyme 


New York City—Mae Alton, of the 
Winter Garden show is quoted as saying: 
“My brother owns a shoe store in our 
home town and I have written him an ad- 
vertisement in rhyme. His name is 
Newman. I am sending you the ‘ad’ be- 
cause I] think it very cute.”” Here’s Miss 
Alton’s rhyme: 

Newman is the shoeman 

Whose line is quite complete, 
Whose store is full of buyers and 
Whose shoes are full of feet. 

By buying shoes from Newman you 
Are saving quite a bit, 

And while you may he tickled, say— 
Your feet will have a fit. 


Advertising Manager Resigns 


Louisville, Ky.—Norman S. Sweet, of 
the credit department of H. P. Selman 
& Co., has been placed temporarily in 
charge of the advertising department, suc- 
ceeding John S. Withee, who has resigned 
to locate in the East. 


Cc. F. Thompson Retires 


Concord, N. H.—Charles F. Thompson, 
one of the leading shoe merchants of Con- 
cord has retired, closing a career of 26 
years in the shoe business, at the North 
End. Mr. Thompson has other interests 
to which he will devote his attention. 


To Be Michigan Merchant 


Brockton, Mass.—After working for 
the past seven years in the stitching room 
of the M. A. Packard shoe factory, Morris 
Berman, 28 Ellsworth Avenue, this city, 
has left for Bay City, Mich., where he is 
to open a retail shoe store. 


H. Katschinski Proud Father 


San Francisco, Cal.—Harold Katschin- 
ski, the well known shoe merchant, _be- 
came the proud father of a seven-pound 
girl on Sept. 11th. 


A Story of Growth 


The experience of Walter C. Wood, 
prominent shoe merchant of Toledo, Ohio 
is interesting. Two and one half years ago 


he gave up his salesman position with ~ 


the Simmons Boot & Shoe Company, 
jobbers in Toledo, and decided to open up 
a three dollar shoe store, selling nothing 
higher than $3.00. 


*“Grow or Die”’ 


At the end of the first year he showed a 
gross business of $32,000, at the end of 
the second year this amount had jumped 
to $59,000. His store is 50 feet wide by 80 
feet deep. Although it is small in size it 
overcomes this handicap by plenty of 
“‘pep”’ inside. It is known in Toledo as 
Wood’s Boot Shop and since things must 
grow or die, the store now has a side part- 
ner on a near by block, the main store 


In Shoe Stores Everywhere ae ac 


being located opposite the Boody 
House. 
From $3.00 to $6.00 

Mr. Wood has decided to forego the 
pleasure of supplying shoes that sell at 
retail at no higher price than $3.00, has 
raised his prices to the $6.00 mark, al- 
though he says that he already has bought 
some shoes that will bring $8.00 per pair 
retail. In Cincinnati recently, he stated: 
“I had rather have shoes made in this city 
than from other some other shoe centers in 
the West, even if the difference in price 
was one dollar per pair. The shoe manu- 
facturers here not only know how to put a 
fine finish on the shoe, but they know also 
how to place the stamp of style and de- 





E. M. Cohen, manager of the shoe department of J. Bacon & Sons, Louisville, Ky., 


recently had the accompanying window display as an educative feature in a center case 
at the main entrance to the store. 

_ The circular board shows a shoe manufactured by the Goodyear Welt process, in 
thirteen stages. A card underneath the board explained the various processes, and many 


* people came into thé store and showed their interest. 


The board was later placed in a wall case in the shoe department, opposite the ele- 
yator, and continues to attract attention. 

The display was secured by Mr. Cohen, from the United Shoe Machinery Company, 
the cards, etc., accompanying the display. 
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FOR 
IMMEDIATE SHIPMENT 


PURE SILK MERCERIZED COTTON 
All Popular Colors All Lengths 
27 inches to 81 inches 
We are Headquarters for Laces of all kinds. 
Send us your orders and get prompt shipments. 
Write for our new Catalog of Laces, Shoe Trim- 
mings, Polishes, and High Grade Shoe Store 


Supplies. 
WE CAN DELIVER THE GOODS 


THE LINCOLN COMPANY 


Sterling Quality 1602 Locust Street Efficient Service 
ST. LOUIS MO. 
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The New Style Arctic Buckle «“SURE-LOCK” operates just exactly the opposite trom 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 














sign on top of the quality for which Cin- 
cinnati’s shoes are recognized. I buy all 
of $30,000 worth of shoes a year from P. 
Sullivan & Company, so I think I am 
qualified to boost Cincinnati as a shoe 
manufacturing city.” 


Yielded Good Profit 


Mr. Wood was asked as to how much 
profit he was making in the shoe business, 
and without betraying any confidence it 
was ascertained that he was not only glad 
that he had resigned his position with 
the jobbing concern he was connected 
with 21% years ago, but that from selling 
$3.00 shoes he averaged an annual turn- 
over 15 times on which he was yielded a 
profit that makes possible automobiles, 
an additional store and a steady growth. 


New Shoe Stores 


Deyo & Buchanon, Athol, Mass. 

Morris Berry, Providence, R. I. 

McClain & Smith, Lebanon, Tenn. 

C. F. Carlson, Great Falls, Mont. 

Gloucester Shoe Market, Gloucester, 
Mass. 

L. C. Cummings, The Bootery, Ander- 
son, S. C. 

A. J. O’Neill & Co., White River 
Junction, Vt. 

Chas. Bittner, 
shoe department. 


Fond du Lac, Wis., 
Anthony Jerson, 3474 West 25th 
Street, Cleveland, Ohio. 
Jos. Schumacher, Milwaukee, Wis., will 
recommence business October 2. 


An Attractive Boot Shop 


Buffalo, N. Y.-I. J. Marcelle has 
opened the Marceli: Boot Shop, at 582 
Main Street, Buffalo. hs store has new 
mahogany fixtures and the furnishings 
are upholstered in blue leather. The at- 
tractive blue effect is also carried out in 
the draperies and carpet. The shop is in 
building that is practically new and the 
windows are spacious and well lighted. 
Pretty window displays wiJl be featured. 
The location is in the heart of the uptown 
business section. Mr. Marcelle also has 
a shoe store at Genesee and Elm Streets, 
Buffalo. 

A New Incorporation 


Buffalo, N. ¥.—The Niagara Shoe Co. 
has been incorporated by John K. Walker, 
Edward F. Meister and Ira D. Johnson, all 
of..Buffalo. ‘The capital amounts to $50,- 
000. The concern will manufacture and 
deal in shoes. 


Corporation Papers Filed 


Hartford, Conn.—The Esenem 5 cents 
to $1 System, Incorporated, of Bridge- 
port, have filed a certificate of incorpora- 
tion. The company will deal in shoes, 


clothing, dry goods, household articles and 
general merchandise and has an author- 
ized capital stock of $10,000, divided into 
100 shares. It will begin business with 
$6,000. The incorporators are Nathan 
Sachovit, Solomon Manasevit and Isador 
Manasevit. 


Starting in Business 
Athol, Mass.—William Buchanan and 


- “Pin” Deyo will open up an up to date 


shoe store in the Cass Block, Sept. 28. 
Messrs. Buchanan and Deyo are both 
popular young men and have a host of 
friends in town, who no doubt will give 
them a share of their patronage. At pres- 
ent Mr. Buchanan is a member of the 
office force of the L. S. Starrett Co. Mr. 
Deyo was the crack catcher and hitter 
of the last successful High School baseball 
team, and later active in sports at Cush- 
ing Academy. He has a good knowledge 
of the shoe business, having worked in 
a local shoe store. 


News of Shoe Stores 


Everywhere 


Store Changes and Personnel 


South Bend, Ind.—Extensive improve- 
ments under way at the shoe store of 
G. R. Kinney & Co., on E. Wayne St., 
will make the store one large sales room, 
with three separate sections for ladies’, 


A Study 
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men’s and children’s footwear. All the 
partitions will be removed, and the store 
is being made modern in every way 
possible. 

George Dimel, manager of the store, 
will in the future be associated with his 
two brothers, Charles Dimel and John 
Dimel in the operation of the local store, 
the former taking the position of assistant 
manager. The Dimels came here from 
Columbus, Ohio. 


Change in Firm Name 


Burlington, Vt.—E. A. Blanchard, who 
during the past 18 years has been with 
H. W. Allen & Co. and its successor F. D. 
Abernethy, has entered the firm of I. A. 
Lewis, successor to Mosley & Bigelow, at 
88 Church Street. The former firm will be 
changed to the Lewis & Blanchard Com- 
pany, organized in the form of a corpora- 
tion. 

For 35 years the store has been in suc- 
cessful operation. For several years C. N. 
Mosley conducted the business, following 
the death of his partner, and Mr. Lewis 
succeeded the former firm, continuing 
the policies and methods which gave the 
company its reputation. 

New Front Installed 

Circleville, Ohio—The storeroom oc- 
cupied by C. K. Howard, the shoe mer- 
chant, has been remodeled. The floor has 
been dropped six inches and a new glass 
front has been put in. The single door 
has been vestibuled and inlaid with tile. 
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As Perfect As Possible 


« Hubtip” 


(Trade Mark Reg. U.S. Pat. Off.) 


“No Metal Tip” 


(Trade Mark Reg.) 


Shoe Laces 


Always look new. 


Tips are guaranteed not to rust, pull off, fray out, look tinny, nor catch in the clothing. 






of “HUBTIP” 
AVICTIE WACK 





HUBTIPS are woven of superior quality, smooth pliable braid. Especially adapted for 
the new style invisible eyelet shoe through which they slip easily. Wearers of HUBTIPS 


always repeat. Order a cabinet now. 


Women’s or Men’s 27 in. per gro. Strings $1.75 A eked 4 — _e 

“ 30“ pe ra 1.80 e : 
Men's 36 “ « 2.10 18 54 

Men’s 40 in. per gro. Strings 2.15 8 pair 36 in, 

D Assortment 18 “ 40 “ 

Women’sor “ i ™ 2.35 18 “ 45° 

Women’s or Men's 54 in. per gro. Strings 2.50 _  — 

Men's 63 “ > ai 2.75 E Assortment 36 “ 36 “ 

my 3.00 36“ 45“ 


36 pair 36 in. 
2“ sic 


| pr cabin $2.39 aN sa, Bes : per Cabinet $2.25 


) 
F ssortment 18 “ 36 “ 
. 4“ 45 f ome 
- A 54 35 
ssortment = Ee oa 
H ig “ 43% , 2.20 
“ 36 - 
. 


“4 2.25 i Assortment ° 2.20 
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“The Shoe with a Pedigree” 


From a Line That Is 


Second To None In The Things 
That Count 







K-Z WELTS, TURNS AND 
McKAYS FOR 
GROWING GIRLS, MISSES, 
CHILDREN AND INFANTS 


have proven their 
merits to multitudes 
of successful shoe 
dealers. They have 
learned that in 
QUALITY, STYLE 
AND WORKMAN- 
SHIP our shoes are 
the best obtainable. 
Sixteen years’ experi- 
ence is back of every 
pair. 
Give us a trial— 


No. 637 


Gun Metal Calf, 44 Double Sole, McKay, 
Medium Wide Last. ' Sizes 8}4 to 11, 11\ to 
2,2% to7. D and E Widths. 


IN STOCK 
ASK TO HAVE OUR SALESMAN CALL 


KALT-ZIMMERS MFG. CO. 
MILWAUKEE, WIS. 











ass., U.S.A. 








MAN 


We will convince you. * 





UFACTURER Boston 9 M 


Hotel Imperial 
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Broadway and 32nd Street, 


THE HUB OF NEW YORK 


At Herald Square, the radial center of transpor- 
tation to all parts of the city. One block from 
Pennsylvania Station; a few minutes from 
Grand Central Terminal. Subway, Surface 
and Elevated Service direct to the hotel, which 
is in the midst of the fashionable theatre and 
shopping districts. 


HEADQUARTERS FOR THE SHOE 
TRADE 


600 rooms single or en suite 
Single Rooms $1.50 per day and up 
With Bath $2.00 per day and up 


Try our new popular-priced restaurant. 
An innovation in one of Broadway’s 
Leading Hotels. 


Write for booklet giving rates and full 
particulars 


WILLARD D. ROCKEFELLER 
Manager 




















AN WemA®M IN STOCK 














211 ESSEX, DK. TAN, MED. BRN. KID TOP BUTT. $5.50 
AA 7-11, A6%-11, B6-11, CANDD 5-11 


UPHAM BROS. CO., STOUGHTON, MASS. 


WRITE FOR COMPLETE CATALOGUE 








THE SHOE COMPLETE 


REGISTERED 


IN STOCK 
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521 COMET, KID BLUCHER $4.15 
AAA TO EE 5-11 
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UPHAM BROS. CO., STOUGHTON, MASS. 


WRITE FOR COMPLETE CATALOGUE 
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This is VAUGHAN’S IVORY SOLE LEATHER treated to render it absolutely water-proof and slip-proof. 
Ideal Soling for fall and winter shoes and especially adapted for storm and skating boots. Edges may be 
stained black or tan or finished natural. Sold in sides, backs, bends and cut soles. 


George C. Vaughan * Peabody, Mass. 


APPELBEE & NEUMAN 


23-25 GREENE STREET, NEW YORK 
tesa Originators and Manufacturers of 


FANCY SHOE BUTTONS 


YOU SEE THEM EVERYWHERE 
Pearl, Ivory, Pearlustre, Inlays, Etc. 
New York, U.S. A. - - - - - - - Manilla, Philippine Islands 























CROUGEGEGUGCORCROORRGRRRORORRREGRGRGEURCRGCGRORCECRRRORRCRRRGEGRREGRGCOROGORORRRORCRRRQCRRORRRRGRORRREEE BEURORRURGRGRRGRORERRRRRRSRRREEOED 
THE COPYRIGHTED 


‘**SHOE AND LEATHER LEXICON’’ 


AND 


‘SHOE FITTING’: 


Are two standard authorities, recognized as such throughout the shoe trade because of the painstaking care and 
accuracy of detail with which they are written and compiled. 

nes Be trimmed down to essentials, not a word wasted, they present in compact form information of the most 
useful sort for any one whose business it is to “know shoes,” and to sell them. 

Both are published by the Book Department of the “ Boot and Shoe Recorder.” Price 40 cents per copy, three 
comes for $1.00 (mixed order if desired) postpaid. Please send cash or check with order, or stamps for less than 
a dollar. 
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100% FoRWARD 
HAGERSTOWN! 





So many Customers are placing larger orders with us 
than last season, and so many, Merchants whose ac- 


‘% counts are new to us are sending in good orders, we 


expect our business for the present fiscal year to AC- 
TUALLY DOUBLE THAT OF LAST YEAR. 








17 BAREFOOT SANDAL NUMBERS 
8 STYLES OF PUMPS 
12 OXFORD NUMBERS 





You will agree that this is a good record of 
growth in afew years—the result of QUALITY 
and SERVICE—and your help is appreciated. 





Hagerstown Shoe & Legging Co. 
HAGERSTOWN, MD., U.S. A. 

















iE, =) 
The House palluus = Vi 060 Sines 


of Taylor a SA 400 Baths 
Hotel Martinique 


Broadway, 32nd St. New York 


125 Pleasant Rooms, with private bath, facing 


large, open court, 
$2.50 PER DAY 


157 Excellent Rooms, with private bath, facing 


street, southern exposure. 
$3.00 PER DAY 


Also Attractive Rooms from $1.50 


The restaurant prices are most moderate. 
Equally convenient for amusements, shopping 
or business. One block from Pennsylvania 


Station 





CUTS THAT SELL MORE SHOES 


If you are dissatisfied with your present shoe 
cut or matrix service, you should acquaint 
yourself with 
AMERICA’S BEST SHOE CUT SERVICE 


ISSUED MONTHLY BY 


THE WASKOW COMPANY 


Recognized Leaders in Shoe Illustrations 
551-557 W. Washington St., CHICAGO, ILL. 


Our September Bulletin, showing many of 
the latest-style ideas in footwear, mailed with 
Particulars on request . . Write today 
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THE ONE STAPLE THING IN 
A MASS OF UNCERTAINTY 


All materials used in the making of shoes have increased from 5 to 
150 per cent in the year ending March 1, 1916; but the cost of the 
use of the wonderful and intricate leased machines which make 
possible the economic production of modern footwear remains the 
same. The only changes in the past 15 years have been downward. 














ROYALTY IN CENTS 


President Sidney W. Winslow of the United Shoe 
Machinery Company, in the United States District 
Court, in Boston, on January 13, 1914, made the 
following statement under oath, with regard to the 
royalty paid by a shoe manufacturer at the time the 
suit was brought against the Company in Decem- 


ber, 1911:-- 


“The average royalty paid by a shoe manufacturer 
for the use of all machines furnished by the Com- 
pany in the manufacture of all types and grades of 
shoes is less than Two and Two-Thirds Cents per 


pair.’’ 














Every student of trade conditions will be interested in the group 
of handsomely illustrated booklets which we are glad to send free 
to those who request them. 





UNITED SHOE MACHINERY CO. 
Boston, Mass. 
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Stiaat 


WINGATE SHOE CORPORATION 





A shoe is only as good as its price. 


The Marshall shoe for men is sep- 
arated by its quality from a host of low 
priced competitors. 


“QUALITY MAINTAINED” 


C. S. MARSHALL COMPANY 
BROCKTON, MASS. | 

















SS 


White Canvas Peggy Pump 
14-8 Half Louis French Covered Heel, 69 Last 


HAVERHILL, MASS. 


BOSTON OFFICE, ROOM 303, 183 ESSEX STREET 
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etel la Salle 


Chicago’s Finest Hotel 





A few hours, or a few days spent at HOTEL LA SALLE 
afford a refreshing relief from the tedium of the business 
or pleasure trip. The most exacting guest finds his wishes 
anticipated, both in the essential comforts and in the 
finer points of service. 





We are familiar with the requirements of the Shoe Trav- 
eling Men;—with the assistance of our popular LA SALLE 
shoe racks at HOTEL LA SALLE, shoe men can display 
a line of 240 shoes in 18 feet, 160 shoes in 12 feet or 90 
shoes in 6 feet of sample space. 













\\ The central location—La Salle at Madison Street—puts 
you in close touch with the city’s activities. 
RATES 
One Person Per Day 


Room with detached bath, $2.00, $2.50 and $3.00 
Room with private bath, $3.00, $3.50, $4.00, $5.00 


Two Persons Per Day 


Room with detached bath $3.00, $3.50 and $4.00 
Room with private bath— 
Double room $5.00 to $8.00 
Single room with double bed $4.00, $4.50, $5.00 


Two Connecting Rooms with Bath 


Two persons ; ; . $5.00 to $8.00 
Three persons ‘ : . 6.00 to 9.00 
Four persons , ‘ . 7.00 to 12.00 


1026 rooms—834 with private bath 


Re, Ia Salle 


Chicago’s Finest Hotel 





La Salle at Madison Street 
ERNEST J. STEVENS, 


Vice-President and Manager 
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enol & SHOE 
WORKERS UNION 
N 











For Spring and Summer, 1917 


New styles and novelties are now being shown the trade 
by salesmen for 1917. 


Insist on Union Stamp shoes and open your doors to 
a market among the millions. 


The Union Stamp on your footwear costs no more and 
welcomes the Union man and his family to your store. 


Moreover, the Union Stamp shoes represent the best 
value at the price, combining style with expert workman- 
ship, with the added selling value of the Union Stamp. 


Be sure to insist on Union Stamp shoes for 1917. 


We will gladly send you a list of manufacturers making 
Union Stamp shoes, and electros of the Union Stamp 
for use in your newspaper advertising. 


&S 
WORKERS UN 
































Boot and Shoe 


Workers’ Union 


Two-forty-six Summer Street Boston, Mass. 
John F. Tobin, President Chas. L. Baine, Sec’y-Treas. 
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Albert Beauties 


*~ creation that must be seen to be appreciated. 
That is why we show the reverse side in a mirror. 


Q Note the good selling points: A new, seamless,, crimped- 
front, button boot. ht and one-half inches high. 
Patent leather vamp. vered wood heel, with plate. 
White kid top. Sixteen white pearl rivet buttons. 


Albert creations are the last word in footwear fashions. They 
reflect the most refined tastes. They gratify the desires of 
your best trade. 


Albert footwear, typified in the above illustration, contains those 
good qualities of appearance, fit and wear that enable you to 
ask and obtain long profits. 

Order “Albert Beauties”’ today. 


J. Albert & Son 


Ladies’ Fine Shoes and Slippers 
557-567 DeKalb Ave. 
Brooklyn, N.Y, 























A MARK OF QUALITY: 
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FOOT TROUBLE 


AND HOW TO RELIEVE THEM 





The degree of success attained by the use of Dr. Scholl’s Foot- 
Eazers and arch supports is greatest when proper attention is 


given to the fitting. 


PART OF ANVIL FOR 

MAKING ADJUSTMENT WOODEN PRESSURE BLOCK 

ON ANTERIOR META. COVEKED WITH LEATHER 

TARSAL ARCH CONFORMING THAT [S PRESSED INTO 
SUPPORTS ANV' HIGH PART OF ARCH 















ADJUSTING LEVER WHICH 

LOCKS AUTOMATICALLY 

AND HOLDS ARCH IN 
POSITION 


iE BLOCK 
AGAINST ARCH SUPPORT 


“PLACE WHERE ARCH 
SUPPORT IS PLACED FOR 
ADJUSTMENT 


That there is a difference in human feet is so well 
known to the shoe fitter that the statement needs 
no proof. As a matter of fact, there are no two 
feet exactly alike. Therefore it is only logical to 
say that no stock arch support can be expected 
to fit any foot in the shape of adjustment in 
which the factory turns it out. 


With Dr. Scholl’s Arch Fitter any foot may be 
fitted perfectly in a very brief space of time. 


DR. SCHOLL’S ARCH FITTER—THE PARTS EXPLAINED 





MAKING AN ORDINARY ELEVATION 





ROUNDING THE METAL UP EVENLY 


How to Use Dr. Scholl’s 
Arch Fitter 


When you have selected the correct size of arch support, as shown in a 
previous advertisement, place it against the plantar surface of the foot 
while in a position of relaxation. The support should touch all points of 
the foot evenly. If it requires elevation, place it in the arch fitter, as 
shown in the center illustration, and clamp it tight. 

Then with a few firm blows upon the flange of thesupport with the raw- 
hide hammer shape it to the proper elevation, being careful to retain the 
smooth curve of the arch. 

In other words, do not leave any irregularities in the curvature of the 
arch. If you do, the support will be very likely to break at the uneven 
spot. : 
Should any such condition occur it may be rounded out smoothly by 
laying the support over the edge of the conforming anvil, metal side up, 
as illustrated below, and gently tapping it smooth and even. 

Apply the support to the foot again and see if the adjustment is cor- 
rect. If not, replace in the machine for further elevation, or hammer it 
down slightly if too high. 


Further instructions in the next advertisement 


THE SCHOLL MFG. CO. 


LARGEST MAKERS OF FOOT COMFORT SPECIALTIES 
IN THE WORLD 


213 W. SCHILLER ST., CHICAGO 
NEW YORK TORONTO LONDON, E. C. 








N.B.—Preserve your copy of this advertisement and study it 
thoroughly if you are not already familiar with the fitting of arch 


supports. More information will follow. 
1011 
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In Centers of Shoe Manufacture ¢ 


MARKETS --- STYLE DEVELOPMENTS --- NEWS 


To the great markets 
the shoe merchant 
looks not only for his 
stock in trade but for 
tangible style  gui- 
dance. Each market 
in general stands for 
some type or grade of 
shoemaking. 





In this section the va- 
rious markets are rep- 
resented and in each 
the pertinent news of 
the week is given, in 
such form as to be an 
excellent index of that 
center as well as an 
accurate chronicle of 
events. 


GRAY BUCK AND PATENT 


A low heel boot with patent vamp, perforated. The 
top is of gray Nubuck. Made by the Irving Drew Co., 
Portsmouth, O. 


NEW YORK CITY 


Retail Style Trend 


The call continues very strong in the retail stores for the col- 
-ored kid boots, and combinations of two-tone browns and white 
and black are selling freely for the Fall season. 

In men’s lines the trade finds the demand very strong for the 
cordovan and cordovan-calf stocks in the deep tan shade that 
takes its name from the former leather. In the black shoes the 
tendency is toward the dull calf stocks with a limited demand 
for shiny leathers except in the dress models. 


Large Sizing Orders a Feature 


In speaking of the business situation as it is in the wholesale 
trade, one of the heads of a leading New York house said a few 
days ago that the amount of sizing business that is coming in at 
the present rime is surprising in view of the volume of business 
that was done in the way of advance Fall orders. 


The Development of Stitchdowns 


The business in stitchdown shoes, especially for children and 
misses is a constantly developing factor. One reason is the wide 
range of styles as well adapted for Winter wear as for Spring 
and Summer. An example is a children’s high shoe, made with a 
white ivory sole, either tan or black vamp and white or ivory 
top. These shoes carried as a Spring line, are receiving a great 
many orders for at once delivery. 

In some of the Spring lines are a great many novelties outside 
of the regular play shoes, barefoot sandals and the like. Among 
them is a line of Spring shoes for misses and women; some carry- 
ing nailed heels, Neolin and rubber soles, and made with the 
saddle strap pattern that is associated with this class of footwear. 
‘This line is shown by the Solo Shoe Co. 


Active Specialty Lines 

Among the active sellers in women’s style shoes with some of 
the specialty houses are the combinations in black with white, 
or ivory tops, the vamps being of both patent leather and kid 
stock. The tan combinations with the vamp of a darker shade 
and the top a lighter one in either kid or buck, are also selling 
well. Kid stock in both vamps and tops will be very strong during 
the present Fall they think, judging from the present demand for 
these and they are looking for continued good business on them. 


Combinations in Men’s Shoes 


One of the features in the present demand for men’s shoes, says 
E. P. Weaver, head of the men’s department of Powell & Camp- 
bell, is the call for combinations. Shoes with gray and brown kid 
tops are especially in demand. Of course the bulk of the specialty 
business, if it may be called a specialty business, is for the dark 
tan cordovan and cordovan-calf bals. These are wanted almost 
entirely upon the recede toe, heavy sole, English type. 


New Bronx Representative 


Abram Vanderwood has been appointed a local representative 
of the Metropolitan Shoe Co., having his territory in the Bronx 
and upper New York. Mr. Vanderwood has an extensive ac- 
quaintance in the territory and was formerly connected with 
Clark-Hutchinson, of this city and later with Morse & Rogers 
when the latter concern took over the Clark-Hutchinson business. 


A New Displayer 


As an effective method for displaying shoes on the shelves of a 
store, a new displayer marketed by the Rapid Machine Co., of 
New York City, is made of nickeled wire, of simple construction 
and consequently inexpensive. The illustration shows the method 
of attaching the displayer to a shoe carton, and the idea is to dis- 
play the shoe that is contained in the box. The manufacturers 
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Shoe Repairing Pays 


Retailers 


Unless your store happens, thru location or other circumstances, to 
be the exception to the rule, it will pay you to let us send you the explicit 
information we have on this subject. 


READ MR. SLOANE’S LETTER 








Sloane’s Shoe Store 
Fitters of Feet—Rapid Repairing 
OXFORD, OHIO 


Oxford, Ohio, Jan. lst, 1916. 


United Shoe Repairing Machine Co. 
Boston, Mass. 


Gentlemen:— 


We have just closed our second year of the machine 
repair outfit bought of you, and are glad to say we 
could not get along without it. It has paid for itself 
in the two years we have had it and has helped to pay 
other expenses. We have handled last year in our 
repair shop 3,203 pairs of shoes, and no job was in 
the house over six hours. Ashoe store today without 
a rapid repair shop is not an up-to-date establishment 
by any means. We have, therefore, the utmost con- 
fidence in your machine and your business methods, 
and the service that you supply your patrons. 


Sincerely yours, 
(Signed) A. F. SLOANE‘ 





ee 


While Mr. Sloane’s letter was not written for publication, it is pre- 
sented with his permission. What Mr. Sloane has done can be duplicated 
in any live community. The demand for expert repair work is con- 
stantly increasing. The information we have regarding it is yours for 


the asking. 


United Shoe Repairing Machine Co. | 





ALBANY BUILDING, BOSTON 
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state that the use of this device enables the merchant to keep 
before the eyes of his salesmen those lines that it is most desirable 
to move. When the shoe is taken out of the carton, the displayer 








attached to the carton and the shoe placed on it, salesmen and 
customers alike have the displays actually before them at a glance. 


PHILADELPHIA 


Heavy Demand for Buck 


There is a good demand for the kid stocks in the women’s 
shoes in both the colors and in combinations of black and white 
but perhaps the latest style development in the city’s trade is 
the call for buck and nubuck shoes in the brown and gray shades. 
There are some supplies of these goods and the retail people are 
buying them freely, but the demand has been so sudden of de- 
velopment that the supplies in the stores up to now are scarcely 
large enough to take care of all of the business that is anticipated 
on these goods. 

Good Business Conditions 


Mr. Badham, the Carolina and southern representative of 
Weimer, Wright & Watkin Co., has started out on the road, with 
his samples for the Spring season. 

The price of cotton, as it rules today makes it a foregone con- 
clusion that the business of the South will be very active since 
there is a great absorbing power for all lines of merchandise in 
that section. 

Two New Representatives 


Charles W. Laing, son of the head of the findings and shoe store 
supply house of Laing, Harrar & Chamberlin, of this city, made 
his entrance into the ranks of traveling representatives this week, 
with an initial trip to nearby points in.Pennsylvania. Young Mr. 
Laing has been for the past year familiarizing himself with the 
findings business and the lines carried by the house with an in- 
side position. 

T. B. Weidle, also of the store force has been given the territory 
of the middle West, formerly covered by Mr. Reilly, and will 
leave for his territory in a few days. Mr. Weidle is a thoroughly 
equipped findings man and came to the house with Mr. Chamber- 
lin, when the business of Harrar & Chamberlin, of Harrisburg 
was taken over by the Philadelphia concern. 


Manufacturing Notes 


J. N. Swander Shoe Co. is a newly formed concern in Balti- 
more which will be devoted to the manufacture of a patented 
soft sole baby’s shoe, for which its originators expect a good re- 


ception by the trade. While the concern will begin with a some- 
what limited production the facilities of its plant permit expan- 
sion of production when such becomes necessary. Mr. Swander 
was originally with the manufacturing concern of Baltimore, 
which recently adopted the name, Swann Shoe Co. 

The Sterling Shoe Co. of Williamsport, Pa., is looking for a 
location for their factory outside of that city. Their object is to 
go to a smaller, ccrmunity. in Pennsylvania preferably, where 
by being a dominant industry they will be able to secure all of 
the service needed for the making of their product. 

Messrs. Hall and Cox of the United Shoe Machinery Co. of 
this city have recent y been admitted to membership in the Man- 
ufacturers’ Club, a circumstance which identifies them more 
closely with Philadelphia. Mr. Hall is the recently appointed 
manager of the Philadelphia branch of the United Shoe Machinery 


CINCINNATI 


Local Market Conditions 


The local shoe manufacturers after receiving reports from their 
salesmen who have been ori the road from two to four weeks in- 
dicate that business being booked for next Spring and Summer 
delivery is showing increases over the corresponding period of a 
year ago. They also indicate that the volume of business being 
received from shoe merchants for duplicates and also additional 
business received from some of the late styles and patterns that 
are offered for delivery during the Winter is of that volume which 
convinces them that the shoe dealers have not over-bought for 
their Fall and Winter needs. Several of the manufacturers of 
men’s shoes say that the condition applies to them also. 


The Price Situation 


Prices and the relative position of supply as against demand are 
the two main factors causing shoe merchants to be liberal in 
their purchases. Prices are being quoted subject to change with- 
out notice and in order to be protected the manufacturer of ne- 
cessity must receive orders promptly so that he in turn can cover 
his requirements in the leather market at present market quo- 
tations. Indications are that prices will not only remain at their 
present high level but the tendency is very likely to continue up- 
ward. The demands being placed upon the leather supply both 
by domestic and foreign consumption makes it certain that prices 
will not recede for a considerable period ahead. 


Western Style Tendencies 


Women’s footwear in the larger cities and towns is in best de- 
mand where the styles and patterns are of the two-tone or com- 
bination type and are selling in all grades. There is no one dom- 
inating style. Patterns are in great variety in women’s boots. 
The lace style is in best demand, but an increase in sale of button 
boots is indicated by nearly all shoe dealers. The best colors in 
the combination style are the following: Dark gray vamp with 
white or champagne top, dark brown or tan vamp with lighter 
shade of brown or white top, a deep purple or trostan color of a 
mahogany type with white or champagne top. These boots are 
selling in all grades, the finish of the boot in many cases determin- 
ing the grade and the price. 


The Trend in Materials 


Women’s boots all of one color in white, gray, brown and black 
are likewise good sellers in all grades. The style centers claim 
that the demand for high-grade boots is slowly swinging to the 
shoe that is made of one leather all over and one of the best sellers 
is proving to be the suede boot. The scarcity of suede leather on 
the present market will make these boots hard to reproduce in 
the cheaper grades. In much the same way a kid boot made of 
white kid leather is bound to continue in the high grades only for 
the reason that this leather is difficult to get in quantity and only 
at top market prices. One prominent manufacturer of women’s 
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fine shoes is responsible for the statement that one of the best 

* producers of kid leather in this country has announced that he 
will confine his output to black and white kid leathers only. 
These are now averaging in price 60c. per foot and the prediction 
is made by leather men that the better grades of kid will reach 
$1.00 per foot price before next February. Late styles and pat- 
terns that will be ready for retail selling during the Winter will 
be best in demand where they are made of leather of one color. 
Shoes that will retail from $8.00 to $15.00 a pair will have the 
price largely determined by the shoemaking finish and the grade 
or leather from which they are made. 


Men’s Lines for Spring 


In men’s shoes the advance sale for next Spring and Summer 
is said by the manufacturers to be larger for oxfords than they 
expected and that the sales thus far booked are in excess of a year 
ago. The West is buying the high toe style in medium grades, 
while in the East in the same grades the English last is popular. 
There is a greater variety of patterns in the sample lines of men’s 
footwear being shown the dealers for next Spring and Summer 
than is usually found in the sample line. There is also a growing 
demand for a larger variety of snap and difference of patterns in 
men’s shoes which will be of distinct benefit to the sale of men’s 
footwear. 

The manufacturers of men’s shoes in the $4.00 and $5.00 grades 
are finding it somewhat difficult to obtain the materials at a price 
making it possible for them to produce these grades at a legitimate 
profit. The advance in cost to the manufacturer has been any- 
where from 15 per cent to 35 per cent during the past 24 months. 
They desire, however, to maintain these grades in their line, be- 
lieving that the present high level of prices is bound to recede 
and when it does they want to maintain their grip upon the mar- 
ket for these grades. In the grading up process to which manu- 
facturers have been forced by a rising leather market an improve- 
ment has resulted in the finish of shoemaking found in some of 
these medium grades of men’s shoes. 


Reuben Steifel a Visitor 


Reuben Steifel, buyer for S. Goldsmith & Son Company, 
Memphis, Tenn., was in the market during the past week. 

Owing to the failing health of Mr. Taube, Mr. Steifel was put 
in charge of the shoe department this season. 


LYNN 


Never Saw Such Things in 30 Years 


D. A. Donovan has been making shoes in Lynn 30 years, more 
or less. During all the while, he never has seen such things as 
there are today. 

‘***At once’ styles are the proper things these days,” remarked 
Mr. Donovan. “Charlie, that’s my partner, has just gone off 
with a trunk of new samples for Thanksgiving and Christmas. 
We make up the shoes as the orders come in. 

“Time was, and it wasn’t so very long ago,” continued Mr. 
Donovan, “when this time of the year we were making shoes for 
Spring and Summer, and had them all made by Thanksgiving 
time. Now we have not finished making shoes for Thanksgiv- 
ing. 

“Yes, it’s all boots. Nothing but boots in our salesmen’s 
trunks,” reported Mr. Donovan. “Eight inch tops are almost the 
whole show. A few are a bit higher. 

“About leathers. Bucks and suedes, in whites, grays and 
browns, and some Russia calf, and plenty of black kid. Don’t 
forget fine black kid shoes. They're real sellers.” 


Rubber Soles are White Now 


Says Mr. Wheeler, of the Lynn Rubber Goods Mfg. Co.:— 
“‘White shoes will cover the country next Summer. We never 
had such a call for white rnbber soles. By Oct. 1, we'll be running 


to capacity on rubber soles. Most of them will be white. The 
red rubber sole is fading away before the white. 

“There’s plenty of rubber. But there are possibilities about 
future supply, somewhat remote, perhaps, but thrilling. For in- 
stance: If undersea boats come over here often, and take rubber 
back to Germany, then England will put an embargo on East 
India rubber. Then where will we get rubber for soles? 

‘East India rubber is the best there is. It’s also the largest sup- 
ply. Its use has improved rubber goods of all kinds. 

“By the way, ask among shoe merchants, and you'll find that 
there was less complaint over rubber sole shoes this year than 
ever before. 

“‘And just recollect that most everybody wore rubber sole shoes 
on week-end outings. That'll give you some idea of how many 
rubber sole shoes will be wanted for next year. 


Will Look Like a Snow Blizzard 


“Come around soon, and we'll show you the whitest shop in 
Lynn,” said Kiley, the ‘“‘white buck’”’ wizard. “We're going to 
paint the walls white, and the benches white, and the machines 
white, and all the boys in the shop, and the girls, too, are going to 
wear white from shoes to hats. They’re going to make white shoes 
exclusively. They’re going to make a raftof them. If you want to 
see an imitation snow storm; a steam heated one, come round to 
our shop when the white buck shoes begin to fly.” 


Here’s a Curious Thing 


“No,” said the junkman,,“I can buy all your husband’s old 
shoes, but there’s no use of my buying your old shoes.” 

“Why not?” asked the shoemaker’s wife, as she counted up 
the money for the old rags and papers. 

“T can sell second-hand men’s shoes, but I cannot sell second- 
hand women’s shoes.” 

““How’s that?” 

“T don’t know,” answered the junkman. 
won’t wear second hand shoes.” 


“Perhaps women 


Brother Jim Takes the Stump 


James, head of James Phelan & Sons, leading Lynn shoe manufac- 
turers, whom most everybody in Lynn knows as “Jim’’ Phelan, 
has taken the stump for his brother, the Congressman, who is 
a candidate for re-election. 


Royal Purple Calf 


The fatted calf may have been royal purple. Or perhaps the 
prodigal son didn’t care a hoot. Anyway royal purple calf is 
selling these days at 80 cents a foot. And that ought to be good 
enough for the most prodigal of prodigal sons, or daughters, ei- 
ther. It take: four feet of leather to make a pair of stylish boots for 
a prodigal daughter. That, at 80 cents a foot, means $3.20 for 
the upper leather alone in just one pair of boots. 

Yet, once upon a time, some shoe man, now unknown to fame, 
said that $3 was enough to charge for any pair of shoes.' 


CHICAGO 


Registered at the La Salle 


Representatives of the shoe industry registered at Hotel La 
Salle during the week included C. Sheridan, C. M. Crafts, H. C. 
Brown, S. Jellerson, W. H. Porter, H.W. Pendergast, W. F. Jen- 
nings, F. J. Thompson, Jr., H. C. Brown, B. L. Durgin, Geo. 
B. Leavitt, W. L. Knipe, W. H. Page, A. A. Brown, Geo. C. 
Anderson, all of Boston; A. Ramsfelder, treasurer of the Travers 
Shoe Co., of Cincinnati, and Mrs. E. E. Nicely, of Pittsburgh. 


F. J. Scholl Leaves for Europe 


F. J. Scholl, vice-president and managing director of the Scholl 
Mfg. Company, left this past week for London, where he will 
remain for some time. 
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One out of every four 


One person in every four in New York City wears O’Sullivan’s 
| Heels of New Live Rubber. 


In city, town and country—men, women and children are ask- 
; . . . ‘ 
: ing for O’Sullivanized shoes. : 


The dealers who carry them are building sales, ac- 
quiring prestige, and making more profit. 





We have a real story to tell wide awake shoe 
dealers. Why not write today ? 
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An Heir of Hetty Green 


Elisha Swan Youngs Cornell, aged 75, who was a shoe cobbler at 
3314 Washington Avenue, Minneapolis, finds that he has fallen 
heir to some of the money of the late Hetty Green. He is just in 
receipt of a perfectly good New York draft for $1000, and this 
is understood to be a present and not part of his inheritance. 


Attractive Bowling Shoes 


The Connolly Shoe Co., of Stillwater, Minn., has a contract 
for some special bowling shoes in black leather, with white leather 
trimmings. : 


Retail News Notes 


The Boulevard Bootery, at 5530 So. Ashland Avenue, which 
opened its doors with a full line of men’s, boys, ladies, children’s 
and misses shoes, in May last, reports business on the increase 
every month. W. I. Hanley, the active partner of the firm, was 
formerly buyer for six years in the juvenile department of Mar- 
shall Field & Co. 

Monchen Brothers at 7049 No. Clark Street, expect to occupy 
their new store about the first of the year. 

George Lutterlin, Jr., is now with his father at the Lutterlin 
Shoe Store at 1550 W. 63d Street, having left he employ of the 
Rosenbach Shoe Company where he has been employed for the 
past five years. 

Sam Nierman is the new manager of the Kay Shoe Company’s 
store at 400 So. State Street. J. B. Hosters of Danville, Ills., is 
now connected with the staff of the Kay Shoe Co. 

R. H. Long, 151 No. State Street, has added three new window 
fronts, and new lighting fixtures. W. E. Mouch has been manager 
with R. H. Long for twelve years. 

E. I. Van Nice is the new manager of The Huette Shoe Com- 
pany’s store at 106 So. Dearborn Street. 

Lee Kiesig, manager for Rosenbach Company, 161 No. State 
Street, says that since their new window fronts and extra en- 
trance have been completed, the business has been doubled. 


Mistakes Made by Shoemen 


Of course the shoe clerk was new to the business or he never 
would have made such an awful break. 

“What you need, madam,” said he to a prospective customer, 
“is a number five instead of a number three.” 

““Number five!” exclaimed the fair shopper indignantly. “You 
must be thinking of the size of your hat, young man.” 


ST. LOUIS 


The Trade Acceptance Plan 


The Brown Shoe Company has been trying an interesting ex- 
periment with the trade acceptance plan of handling accounts in 
place of the open account system, the former being regarded, 
under the new banking law, as decidedly preferable. The Brown 
Shoe Company picked out a specific territory, instructed the sales- 
men in that territory as to its plans and set the credit department 
covering that territory at work. The results were surprising. It 
was found that three out of five merchants agreed readily to the 
systems and that of the others by far the larger proportion wanted 
to be “‘shown,” but did not absolutely turn down the proposition 
to do their business in that way. 


St. Louis Repair Prices 


The St. Louis Shoe Repairers’ Association has formally agreed 
to a new scale of prices, and blames the whole thing on the war. 
The new grades of prices are: Men’s half soles, 60c. to 90c., 


nailed; and 85c. to $1 sewed, against 35c. and up; replacing men’s 
heels, 35c.; women’s half soles, nailed, 50c.; women’s soles, sewed, 
75c.; replacing women’s heels, 25c. to 30c.; boys’ soles, 50c. to 
75c.; turn soles, $1.25. All rubber heels will however, continue to 
be attached for 50c. 


Rubber Manager Visits East 


W. C. Springer, manager of the rubber department of the 
Brown Shoe Company, has been making an extended visit in the 
East on business, chiefly to buy stock for his department. During 
his trip he has visited, among other cities, New York, Boston and 
Providence. He will be back on “the job” about the first of the 
month. 

New Factory Superintendent 


George Coslow, who has been superintendent of the Capitol 
plant of the Brown Shoe Co., has been moved to headquarters of 
the factory department where he will work in conjunction with 
general superintendent Harry Tomes, on special duties. He will 
be succeeded at the Capitol plant by R. A. Nicholson, who has 
been connected for many years with the Lynn, Mass., shoe trade. 


J. Johansen on Eastern Trip 


J. Johansen, president of Johansen Bros. Shoe Co., of St. Louis, 
manufacturers of women’s shoes, left Sept. 19 for Philadelphia 
and other eastern leath- 
er markets. Mr. Johan- 
sen had just returned 
Saturday from his cot- 
tage at Lake Minatonka, 
Minn., where he has 
spent the past two 
months _ recuperating 
from being run over by 
an automobile in June. 
Upon learning the scar- 
city of certain kinds of 
leather and the abun- 
dance of orders coming 
in, he decided the situa- 
tion justified his going 
East to insure delivery 
on orders already placed 
and to place orders for 
future requirements. 
Mr. Johansen will not return to St. Louis until about the middle 
of October. 





Large Orders Booked 


The run of large orders reported by St. Louis houses is keep- 
ing up in a most interesting manner, one of the notable ones of 
the past week being for $50,000 from a Chicago department store 
obtained by T. J. Davis, representative in Chicago for the Brown 
Shoe Company, who was formerly with the Endicott-Johnson 
Company as St. Louis manager. Other shoe concerns are re- 
porting large orders from cities and territories not heretofore 
such heavy buyers of St. Louis products indicating an increasing 
interest in St. Louis made footwear, and particularly in the 
specialty and novelty goods on which there has been a marked 
increase in manufacture and sales during the past two or three 
years. 
A. H. Boette Honored 

A. H. Boette, vice-president of the Filsinger-Boette Shoe 
Company, has been appointed honorary chairman of the com- 
mittee on foreign credits of the National Association of Credit 
Men. The office is one created in recognition of Mr. Boette’s 
work in connection with foreign credits and inasmuch as the 
European war has made the matter of foreign credits especially 
important Mr. Boette’s wide experience will be of great value. 
Mr. Boette is also chairman of the committee on foreign credits 
of the local association of credit men of St. Louis. 
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A fine high-grade, well-fitting lace shoe 


—and these are the smart shoes of today— 
can be spoiled by putting in a cheap eyelet, as that 


- eyelet will wear brassy. 


But when they are fitted with the Diamond Brand Fast Color 
Eyelets—and you can always tell them by the little Dia- 
mond slightly raised on the surface of each eyelet— 
then you have the best eyelet that is made. It = 
always looks new; it wears well; conforms fd 
to the high-grade shoe-making as set 
forth by the shoe itself. . 


UNITED FAST COLOR 
EYELET CO. 
BOSTON, 
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Production Increasing 


The Hamilton-Brown Shoe Company’s plant at Poplar Bluff, 
Mo., recently established, has been worked up to a capacity of 
300 pairs per day and as rapidly as the force can be trained and 
augmented it will be pushed to 1,000 pairs. The plant is in charge 
of J. H. C. Anderson, and has 200 operatives at work. Local labor 
is being utilized altogether aside from the training force and 10 
more employes ate to be added at once. 


WESTERN. NOTES 


“A Pocket Book to Match Your Shoes” is the title of an offer 
made by the Albert Trostel & Sons Co., leather tanners of Mil- 


waukee, through several large shoe manufacturers who are sam- 


pling a new leather called Royal Purple and are selling shoes in 
cartons, each of which includes a neat little certificate worth 
$2.00 towards the purchase of a fine pocket book made of the 
same kind of leather. The following shoe manufacturers have 
taken large numbers of these pocket-book-certificates and plan to 
urge upon the shoe dealers this new method of getting the inter- 
est of the consumer centered upon the kind of leather of which his 
or her shoes may be made:—The Excelsior Shoe Co., Portsmouth, 
Ohio; Menihan Shoe Co., Churchill & Alden, Battreall Shoe Co., 
St. Joseph, Mo., Manss-Owens Co., Cincinnati; Riley Shoe Mfg. 
Co., Columbus, Ohio, John Strootman Co., and W. L. Douglas 
Shoe Co., which has planned to use more than 70,000 of these 
certificates. 


This method presents a new idea in shoe selling and is good 
because of the fact that it will create an interest in the consumer 
regarding the kind of leather of which his or her shoes are made. 
Frank Fiedler, of the Trostel Co., is the originator of this idea. 


A New Leather Featured 


The production of a new leather is an accomplishment of in- 
terest all. along the line from shoe manufacturers to the retail 
trade and through them to the consumers. Producing a new tan- 
nage, a new finish or coloring effect is of sufficiently rare occurrence 
to attract widespread attention. By employing a special tanning 
process, progress has been effected in the manufacturing of flesh 
finished calf leathers so that most of the detrimental features 
formerly characteristic of this stock have now been eliminated, 

Previously the production of flesh or suede finished calf leathers 
required a rotting process effected by permitting the skins to 
remain in the beamhouse vats until all inter-cellular tissue had 
been destroyed by the chemical action of lime. This was regarded 
absolutely necessary in order to shave down the fibre from the 
flesh side to impart the so-called “suede” or uniform “nappy” 
appearance. 

By a new process recently perfected by Carl E. Schmidt & Co., 
Inc., Detroit, the “rotting” process is no longer necessary or 
employed and by retaining the leather’s tensile strength the 
“stretchy” character of flesh finished calf leathers has been over- 
come. Troubles in sewing, in button-holes pulling out and in the 
leather refusing to ‘“‘stand up”’ as piece of grain-finished stock will 
stand are not noticeable in the new stock which is introduced 
under the name of Chiffon Calf. Because of the leather’s texture 
the practice of shoe manufacturers in backing up suede leather 
to prevent running over or to reduce stretching is not needed 
when cutting chiffon calf. The producers of this stock believe 
they have combined the silky nature of flesh-finishes with the 
stronger, shape-holding properties heretofore obtainable only in 
grain finishes. Possessing firmer characteristics the off-shading 
frequently seen on suede leathers and caused by reversing the 
nap of the leather or brushing it the wrong way is reduced to a 
desirable minimum. 

Chiffon calf-is made in modish shades offer:ng exceptional 


opportunity for two-tone effects employing different colors of 


chiffon or combining chiffon and grain effects. 
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HAVERHILL 


Shoe Manufacturers Entertained 


Members of the Haverhill Shoe Manufacturers’ Association 
and a few special guests, numbered a party of about sixty, who 
were entertained at luncheon on September 21, by Myron L. 
Whitcgmb, head of the Whitcomb Shoe Company of this city. 
The affair was unique in that the luncheon was served in the 
open air under a smiling sky on tables placed on the lawn of Mr. 
Whitcomb’s beautiful estate on Westland Terrace, Informality 
prevailed, the speechmaking being limited to President Butler 
of the association, who voiced the appreciation of those present, 
and William A. Knipe, a former -president, who ‘emphasized 
the feeling of good fellowship promoted by the occasion. Mr. 
Whitcomb. responded briefly in appreciation. Following the 
luncheon the party, strolled about the extensive grounds and 
viewed the many points of interest. It was.the opinion of all 
present that their host had inaugurated a novelty in local enter- 
tainment and that he had proven himself a prince of entertainers. 


Fox Footery For Spring 


‘Diversity is the keynote in the line of women’s street and eve- 
ning turn shoes we are showing for Spring,”’ said General Manager 
L. H. Downs of C. K. Fox, Inc. ‘“‘We believe,” he continued, 
“that merchants who buy the medium-priced footwear such as 
we produce, are entitled to as great a variety of style selection as 
in the highest priced goods. Our 1917 line has been planned ac- 
cordingly. The practical and thefanciful are combined to produce 
what we consider to be the most effective and attractive samples 
which ever left the Fox factory.” 


New Factory Building Planned 


As a result of a demand for additional floor space on the part 
of several Haverhill shoe manufacturing concerns, another new 
factory building is in contemplation by local real estate men. 
The proposed structure is to occupy space on Locke Street be- 
tween two factory buildings which is now occupied by small 
wooden structures. It is understood that one shoe manufactur- 
ing concern is ready to sign a lease of three floors of this building, 
while another concern is willing to take two floors, as soon as the 
floors are completed. This is a further indication of the prosper- 
ity prevailing in Haverhill through the demand for Haverhill- 
made footwear. 


White and Two-tone Effects 


Hazen B. Goodrich Company have in their line for the Spring 
of 1917 a strong showing of women’s white and two-tone pumps, 
the latter in both light and dark combination effects. Tan and 
white are featured, also ivory and battleship gray, red and white, 
black and white, etc. This concern is of the opinion that 1917 will 
be the greatest ‘“‘white year” in trade history and is planning ac- 
cordingly. 

Buck Boots and Wood Heels 

Colonial effects are shown with small tongues and ornaments, 
patterns in general running to plain effects. Genuine buck in 
white, canary, light brown, burgundy and black emphasize 
high grade points in the Goodrich line. In eight-inch boots are 
shown combinations of kid vamps with buck tops, in various 
shades. As indicating the great popularity: of: wood heels in 
women’s footwear, it is worthy of note that not a leather heel is 
to be seen in the Goodrich line. Wood heels are considered more 
effective-than the leather articles in emphasizing the light, dainty 
effects obtained in women’s turn footwear. 


Invented a New Last 


The Safety Last Company, Inc., is a corporation recently 
formed in this city for which the officers.are: President, John 
M. Madigan; treasurer, W. Milay, secretary, David A. McBain. 


~The ‘new corporation placed on the market a: patented: article 
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known as the “Safety Last.” By its use, the inventor, Mr. 
Madigan, who has been connected with the shoe trade for the 
past twenty-five years, claims prevention of torn back seams, 
broken shanks and bursting vamp throats. The new last is being 
used in local factories and has already demonstrated its practi- 


BROCKTON 


Good Orders for Immediate Delivery 


The traveling salesmen who are out from Brockton factories 
with new samples, report as a rule a good amount of business 


from merchants, for immediate delivery. Considering the ad- . 


vanced prices placed on goods, these reports indicate that shoe 
merchants are in need of shoes and are willing to pay the prices 
asked. This is a source of gratification to manufacturers, for it 
proves that merchants in general are well posted as regards 
market conditions relative to the high prices of leather and other 
materials which are used in the construction of shoes. 


Stock Departments Valuable 


In these immediate orders the stock departments of all local 
factories are playing an important part. Development of this 
feature of Brockton shoe production has been steady and sub- 
stantial during the past few years. Present conditions are favor- 
able for dealers to buy close to their needs and therefore to take 
advantage of the opportunities which Brockton factory stock 
department offer as regards prompt deliveries of seasonable foot- 
wear. Along the line, the instock goods, will, it is expected, make 
new records this season as regards sales. 


Odd Titles for New Lasts 


C. S. Marshall Company have for several years pursued the 
policy of bestowing odd titles on their lasts. For the Spring season 
they have continued this plan. Three new lasts which they have 
added to the line are called, ““Very Good,” “Big Drive’ and ‘‘U- 
said-it.” Featured in the Marshall line of men’s shoes for the 
coming season is an extensive showing of colored and sport ox- 
fords and high cuts in fancy patterns especially suited for the 
young men’s trade. Dark shades predominate in colored leathers, 
while two-tone effects are featured. “Quality Maintained” is a 
Marshall slogan this year. 


New Blacking Concern 


Emery & Brayton is the style of a concern formed recently 
to manufacture blackings and shoe dressings, waxes and stains, 
in this city with factory quarters in the Thomas White Building 
on North Main Street. The members are Charles Emery and 
R. E. Brayton, of this city, both of whom have had experience 
in this line of production. 


Why Shoes Burn Out 


“Higher than a burnt boot” is a familiar quotation which signi- 
fies something put out of business for keeps. This can be well 
applied to the destruction of shoes, not through wear, but from 
perspiration of the human foot. M. A. Packard Company of this 
city has gotten out a little card entitled, ‘Why shoes burn out,” 
in which some interesting information is given to shoe merchants. 
Ordinary perspiration contains carbonic and acetic acid, soda, 
lime, potash and iron. In ninety-nine cases out of 100 it is stated 
that complaints to shoe manufacturers that ‘“‘the leather was no 
good’’ the trouble is not with the leather, but with excessive foot 
perspiration. The Packard company call this matter to the atten- 
tion of their customers and the trade in general in order to point 
out a real reason for shoe trouble, which cannot be avoided and 
is not due to any defect in the material. 


Good Record in Shoe Shipments 
Brockton has shipped more shoes. thus far during 1916 than in 


the corresponding time of any previous year, with two exceptions: — 


1909 and 1910. Shipments thus far for 1916 are 567,801 cases. 
Six times this year have weekly shipments been more than 19,000 
cases. Shipments for the past week were 19,368 cases against 
17,792 of the corresponding week in 1915. 


BOSTON 


Churchill & Alden Co. Conference 


Executive officers and traveling salesmen of Churchill & 
Alden Co., one of Brockton’s well known shoe manufacturing 
concerns, met September 15th at the rooms of the New England 
Shoe and Leather Association in Boston, for a semi-annual con- 
ference. The meeting was called to order at 9 A. M., by President 
Frank S. Farnum, and continued in session during the entire day. 
Boston was chosen as a place for meeting in order that salesmen 
might obtain reliable, first-hand information regarding the ab- 
normal conditions prevailing in the leather market. President 








FRANK S. FARNUM 
President, Churchill & Alden Co., Brockton 


Farnum outlined the policy of the house for the coming season, 
following which several members of the New England shoe and 
leather trade gave instructive and interesting talks on the vari- 
ous problems now confronting tanners and shoe manufacturers. 

These were W. M. Bullivant, president of the Northwestern 
Leather Co., Anthony W. Peters and Clarence H. Gilman, of 
the Peters Manufacturing Co., M. W. Snyder of the H. S. & M. 
W. Snyder Co., William F. Hickey, of the John R. Evans Leather 
Co., and Frank C. Allen, of Creese & Cook Co. 


Dinner and Trade Talk 


Following the sales conference a dinner was held in the eve- 
ning at one of Boston’s leading hotels. President Farnum in- 
troduced W. E. Cooper, New England representative of the con- 
cern, as toastmaster. Following the dinner, Secretary Thomas 
F. Anderson of the New England Leather Association gave an ad- 
dress on the subject of trade opportunities for shoe manufacturers 
of the United States in the countries of South America. Mr. 
Anderson was a member of the Boston Chamber of Commerce 
trade delegation on its trip to South America three years ago. 

Frank C. ‘Allen of Creese & ‘Cook Co.,’ was the next speaker. 
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on SHOE 
The “Arch Preserver’ 


The Shoe With The 
Anchored Arch 


Because of the changed “last’’ propor- 
tions and modeling of the “last” bottom, 
the Arch Preserver fits and feels so much 
better than any other shoe that the 
selling time on a busy day is shortened 
by from 50 to 75 per cent. 


The two shoes illustrated here will per- 
mit the average dealer to eliminate fron? 
his stock from four to six lines of shoes, 
including his combination or low instep 
shoe and so-called arch prop shoe. 





STOCK No. 145 
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IN STOCK 


Stock No. 137—Custom Arch Preserver Last 
Gun Metal Calf Bal 
Sizes: AA, 7 to 11; A, 6 to 11; B, 5% to 11; 
C and D, 5 to ll 
Price $4.50 





IN STOCK 


Stock No. 145—Wide Arch Preserver Last 
Black Kid Custom Blucher 
Sizes: AA, 7 to 11; A, 6 to 11; B, 5% toll; 
C and D, 5 toll 
Price $4.50 


EK. T. WRIGHT & CO. INC. ROCKLAND, MASS. 
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He touched on some trade topics and gave interesting information 
regarding the war situation in Europe from the standpoint of his 
personal experiences during the visit and trip across the water 
last year. Frank H. Walker of Herbert F. French & Co. spoke 
interestingly in connection with the subject of cost accounting in 
shoe factories. Through Toastmaster Cooper’s endeavors, nearly 
all the salesmen present developed into excellent after-dinner 
speakers. 
Among Those Present 


‘Those present at the banquet included: President Frank S. 
Farnum, Vice-President W. H. Emerson, Secretary H. W. Flem- 
ing, General Superintendent J. H. Farnum, L. F. Kitteridge, 
foreman of cutting room; J. E. Coulter of the cost department; 
Thomas F. Anderson, secretary of the New England Shoe an 
Leather Association; Frank C. Allen, of Creese & Cook Co.; 
Frank H. Walker of Herbert F. French & Co.; and the following 
salesmen,—C. N. Alexander, F. R. Baker, M. F. Baker, J. W. 
Bedell, C. W. Benton, E. H. Chaffee, W. E. Cooper, V. E. Des- 


noyers, Hugh Doyle, Lawrence Gilliam, H. W. Williamson, J. T. 


Winsor. 
« S. P. Alden, treasurer, was.unable to be present, much to the 
regret of all, as he has not yet recovered from the nervous break- 
down which has kept him away from the office since the early 
part of June. 
A Wholesaler From Pittsburgh 

B. F. Purviance of Purviance & ‘Blackmore, wholesalers at 
Pittsburgh, Pa., is ameng ‘the visiting buyers in Boston the 
present week. He said to the “Recorder”: ‘Conditions in Pitts- 
burgh are of the best, with million dollar orders everyday oc- 
currences in the steel companies’ offices, and all labor employed 
at high wages. Conditions in general are favorable for good busi- 
ness and good prices for shoes. Although the market is not likely 
to always maintain its present high prices, yet there is no doubt 
in my mind that the days of the cheap shoe, that is, goods job- 
bing below $1 a pair, are numbered. This is a good thing for the 
trade in general, from the standpoint of both buyer and seller. 


Buyers in the Market 


Other visitors to the market this week included H. L. Mohr, of 
Lehigh Valley Shoe & Rubber Co. and O. N. Clauss of Clauss 
Bros. Allentown, Pa.; C. H. Crowder, of Crowder Cooper 
Shoe Co., Indianapolis; Erwin Phillips of Stewart Dawes Shoe 
Co., Los Angeles; H. Sauve, Montreal; T. C. Saulters of W. H. 
Chaddock Shoe Co., W. L. Stewart of Stewart Bros. & Co., and 
S. Hartenstein of Walker & Co., Pittsburgh. 


English Visitor Goes West 


W. W. Dickson of the Bristol, England, house of Lennards, 
Ltd., who has been in the Boston market for some time, left on 
Thursday for Montreal, Canada, and thence to American shoe 
centers in the Middle West. 


Mass. Merchants Meet Oct. 10 


The first of the regular monthly meetings for the Fall and Win- 
ter will be held October 10th by the Massachusetts Retail Shoe 
Merchants’ Association. As such it is expected to be of particular 
interest, and a full attendance is anticipated. 


Retail Salesmen Meet 

The Boston Retail Shoe Salesmen’s Association has its first 
Fall meeting scheduled for October 9th, at 6.30 p.m. This earlier 
hour—or half hour—will be given over to a get-together, and those 
who smoke will have the privilege of doing so at the association’s 
expense up to 7 p.m., when the business of the evening will be- 
gin. Anumber of applications for membership, exceeding in num- 
ber the resignations during the Summer, will come up for action 
as will also the question of the adoption of a design for a button, 
now that the organization is a full fledged Massachusetts cor- 
poration. The educational feature of the meeting will be the wind- 
ing up of the leather course carried over from last Spring, and 
W.W. Willson of Willson’s Shoe Shop, a member of the merchants’ 


association, is expected to speak on a subject to be announced 
later. 
Maine Association Meeting Oct. 3 

The Lewiston Retail Shoe Dealers’ Association is planning 
now for the quarterly meeting of the Maine Retail Merchants’ 
Association, scheduled to be held in Lewiston, on the evening of 
October 3d. A fine program on entertainment is planned, and a 
committee headed by James J. Curran has the matter in hand. 

The Lewiston shoe merchants at their last meeting voted to 
advocate the closing of the stores on Wednesday evenings through- 
out the year. 

Rhode Island Merchants to Meet ; 

October 15th is the date scheduled for the first meeting after 
the Summer recess of the Rhode Island Shoe Retailers’ Associa- 
tion. 

Boston Association Meetings 

A meeting of the Directors of the New England Shoe and 
Leather Association has been called for October 4th at 2 p.m., 
for the purpose of reviewing the work of the Summer and con- 
sidering the program in connection with legislation, foreign trade 
and other pertinent matters for the coming season. 

The New England Shoe Wholesalers’ Association is to meet 
Oct. 11th, and amongst the matters to be considered is the rubber 
trade situation. 

A Chilean Visitor 

Wm. O. Stevenson of Stevenson & Co., Antofagasta, Chile, af- 
ter spending a week in Boston, has left for New York, en route 
to South America. Since leaving home Mr. Stevenson has been 
in England and to Eastern American centers, and buyers of hides 
have been interested in his proposals regarding hides that for- 
merly went to France. Mr. Stevenson reports business condi- 
tions in Chile improving steadily. 

Avoiding Freight Congestion 

The Industrial Traffic Conference of New England has ap- 
pointed a Special Committee to confer with the Transportation 
Companies, with a view to formulating plans for preventing con- 
gestion at freight terminals and junction points similar to those 
experienced last Winter. Charles H. Tiffany, Traffic Manager of 
the New England Paper and Pulp Traffic Association, is chair- 
man of the committee, and the representatives of the shoe and 
leather trades are SecretaryThomas F. Anderson, of the NewEng- 
land Shoe and Leather Association, and Secretary William H. 
Day, Jr., of the Lynn Chamber of Commerce. 


Letters Advertised 


A letter was advertised in the Boston Post Office for week 
ending September 23, for the Dexter Shoe Mfg. Co. 


Western Union Extends Service 


The Western Union Telegraph Co., announces that they have 
extended their day letter service to all Western Union points in 
Canada and Newfoundland. This extension of service is now in 
effect. 


The Shoe’s Complaint 


(Written for the “Recorder” by S. V. Every) 


“Upon my sole,” declared a shoe, “to think that we should 
buckle to 

The styles in shoes we see today! I am not fozing when I say 

That freakish modes and colors loud collar today the biggest crowd. 

What tongue can name the many hues, seen now among the latest 
shoes 

With man and maiden, youth and lad, woman and kiddie all run 
mad 

A certain style or mode to gain; but oh, ‘tis boofless to complain, 

Soon will the foolish fad be past,—good sense will heel the craze 
at last!” 
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‘* Bends with your foot”’ 
Trade Mark 


Are you familiar with the Red Cross Shoe proposi- 
tion — do you know why it is ‘“The Most Salable 
Shoe in America?” Do you know how it helps 
grade up the average price of your sales? 


Why not get the facts? Let us send you our new 
book,‘‘The Triple-Link Sales Chain’’— the greatest 
sales-winning, business-building plan ever put forth 
for the good of the retailer. 


Send us your name. The book is free. 
The Krohn-Fechheimer Co. 
Cincinnati, O. 


The Red Cross Shoe, in the more stylish models, 
is advertised in your town at $8 to $12 retail. 
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Model No. 455 


Eight-inch Lace Boot. 
Welt or Turn. 3-4 
Foxed Glazed Kid 
Vamp and White Kid 
Top. So-Sha High- 
Arch Last. Full 
Breasted Leather 
Louis Heel. 


This style advertised 
in your town this 
season. 
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Jim Smith Off for the Coast 


Jim Smith, popular salesman to the 
jobbing trade for Marston & Brooks Com- 
pany, Hallowell, Maine, left for the 
Pacific Coast this week to introduce there 
for the first time their line of popular 
priced boys’ shoes. 


Jim will hit only the high spots on his 


trip and will be back home in plenty of 
time to call on his regular customers in 
the West and South. 


W. H. James’ New Lines 


Willard H. James, formerly of the Foss, 
Packard & Co., staff, is this season cover- 
ing Michigan and Wisconsin, with the 
factory lines of Clapp & Tapley Co., 


State; J. B. Harper, Northwest; P. H. 
Harris, Pacific Coast; Carroll Sawyer, 
Michigan and Wisconsin; J. R. Phillips, 
Texas, Oklahoma and Louisiana; Timsley 
Ragland, Georgia, Florida and South 
Carolina. 


Three Staff Changes 


Lunn & Sweet Co., of Auburn, Maine, 
have made three live wire additions to 
their staff this season. In Georgia and 
Florida they are being represented by 
Gregory E. Stone, well known as an ex- 
president of the Southern Shoe Travelers’ 
Association, and formerly with Upham 
Bros. Co., of Stoughton, Mass. In Chi- 
cago and vicinity, J. A. Jackson, formerly 
with Endicott Johnson & Co., is a new 





WILLARD H. JAMES 


Danvers, Mass., makers of big girls’, 
misses’ and children’s McKays, and 
Marston & Tapley Co., Danvers, makers 
of boys’ and little men’s McKays, and 
welts (Union made). 


C, A. Eaton Co. Salesmen 


The following traveling representatives 
are showing the Charles A. Eaton Com- 
pany’s line to the trade in the various 
parts of the United States. H. A. Wiggers, 
Arkansas, Louisiana, Kansas and Missou- 
ri; W. M. Wiggers, Kentucky, Tennessee 
and Illinois; E. G. Adams, Alabama and 
Mississippi; Sidney Zeffert, Pennsylvania; 
S. G. Wright, Nebraska, Colorado, Utah, 
Arizona, Idaho, Montana, New Mexico, 
Nevada and Wyoming; I. D. Zeffert, New 
York City and New Jersey; J. J. Kalten- 
brun, Ohio and Indiana; W. H. Mairs, 
Virginia, North Carolina, Maryland and 
West Virginia; N. D. Loud, Iowa, Illinois, 
Missouri and Kansas; M. W. Belcher, 
New England; F. S. Brill, New York 


GREGORY E. STONE 


representative, and in Kansas and North- 
western Oklahoma W. F. Barber is cover- 
ing the trade in the interest of the Lunn 
& Sweet Co. 


Goldblatt Takes Western Cities 


Mr. Goldblatt has joined the sales staff 
of the Welch Shoe Co., Lynn, and will 
make a trip among big cities of the West 
about Nov. 1. Thomas Welch, sales 
manager of the firm, will visit New York 


- market every other week or oftener. 


Marston & Brooks Salesforce 


The salesmen of Marston & Brooks Co. 
of Hallowell, Maine, makers of boys’ and 
little men’s shoes, for this season are as 
follows: 

Geo. E. Armstrong, Maine, Connecti- 
cut, Northern New York, Ohio; Clement 
R. Bond, Philadelphia; L. T. Eastham, 
Texas and Oklahoma; G. P. Gray, Ar- 
kansas, Louisiana and Mississippi; F. D. 
Platts, Michigan and Indiana; M. E. 


The Traveling Shoe Salesman + + ¢ 


Small, greater New York; C. W. Under- 
hill, Pacific Coast; Wm. Walton, Massa- 
chusetts, New Hampshire and Vermont; 
H. L. Whitcomb, Eastern and Western 
Pennsylvania; Geo. S. Miller, Southern 
Illinois and Iowa. 


W. G. Carter with Weber Bros. Shoe 
Co. 


W. G. Carter, for twenty years in the em- 
ploy of Weber Bros.Shoe Co., NorthAdams, 
Mass., coming with the concern at that 
time as office boy and working his way 
up to the position of sales and advertising 
manager, has felt the lure of the road and 
the coming season will show Weber Bros.’ 
line of men’s Goodyear welts to the retail 
shoe dealers in southern New York state, 





W. G. CARTER 


parts of Pennsylvania, New Jersey and 
Delaware. Mr. Carter’s thorough knowl- 
edge of how Weber Bros.’ shoes are made, 
gained after twenty years of factory ex- 
perience, coupled with a pleasing per- 
sonality, should make his first trip a suc- 
cessful one. He is carrying with him 
the best wishes of his many friends—to- 
gether with some mighty fine looking 
shoes. 
A. R. & H. Trio 


C. B. Barndollar, S. D. Swarts, and 
L. F. Fowler, have started on their Fall 
trips with samples of the Rice & Hutchins 
men’s fine shoes, made at the Rockland 
factory. They are visiting the best shoe 
stores in all the larger cities, many of 
them exclusively men’s shoe stores, and 
all three are confident of securing a grat- 
ifying increase over their last year’s sales. 
Mr. Barndollar will visit many of the 


. principal cities between New York and 


(Continued on page 99) 
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NOVELTY FALL 


No. B919—Plump Black Kid Button, Gray 

Suede Top, Medium Recede Toe, Leather 

Louis Heel, Welt, Auburn Last. A to D. 
Price $4.25 

No. B918—Plump Black Kid Button, as 919. 

White Kid Top, Medium Recede Toe, Le 

er Louis Heel, Welt, Auburn Last. — 


No. B917—Same as 918 in Lace. 
No. B926—Same as 917, Lace, oo, the new 
12-8 Cuban Concave Heel Price $14.25 


No. B920—All Battleship Gray 8-inch Lace, 
Covered: Heel, Auburn Last, Welt. 
Price $4.75 


No. 923—Same as above in All White Nu- 
buck, White Ivory Sole and Heel. . Price $4.50 


In Stock 


BOOTS---TWO TONES---SOLID COLORS 


No. B922—Gun Metal 8-inch Lace, Imitation 
Winged Tip, Welt, Auburn Last. A to D 
Price $3.25 


No. B925—As above, in White Niee -—_ 
New 12-8 Cuban Heel Price $4.25 


No. B924—As 925, in All Mahogany Tan 
Calf, Straight Tip. 


No. B1773—8-inch Gun Metal Lace, Leather 
Louis Heel, Welt, Auburn Last. .Price $3.25 


No. B1775—Same as above in Bronze. 
Price $3.75 


No. B1776—Same as 1775 in Bronze Button. 
Price $3.75 


The Westcott Whitmore Co. 


Stockers of Women’s Up-to-Date Boots, Evening Slippers and Novelties. 
IS YOUR NAME ON OUR MAILING LIST FOR CATALOGUE? 





Send for Full Fal! Catalogue and 
October Supplements 


No. B921—Patent Colt 8-inch Button, Scal- 
loped Vamp, Welt, Leather Louis Heel, “2 
burn Last. A to D 


No. B771—Patent Colt, Dull Top, Leather 
Louis Heel Price $3.00 


No. B1773—As above in Gun Metal, with Tip. 
Price $3.25 


No. B1775—As above in All Bronze Kid. 
Price $3.75 


READY TO SHIP 
Syracuse, N. Y. 
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STYLES THAT SELL 








STYLE No. 630, LAST No. 98 STYLE No. 806, LAST No. 98 STYLE No. 856, New Last No. 
Patent Vamp, Dull Kid, Quarter 


A High Quality White Kid Boot, 102.. Patent Leather Pump. 
White Ivory Sole and Heel, which Welt full Louis Heel. 
is full Louis. 


Pat. Tongue and Buckle. A _ co- 
lonial that sells. 


And then, there are snappy, clean cut, sport shoes 
with rubber soles and bal straps--COLONIALS, 
TRIM and CONSERVATIVE---- PLENTY OF 
DIFFERENT STYLES IN STRAP. PUMPS----- 
ALL MADE TO SELL AT VOLUME PRICES. 


Johnson Bros. Shoe Mfg. Co. 


HALLOWELL, MAINE 
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STYLES 
IN-STOCK 


No. 3308 
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200 Thurbers Ave. 
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3309 Little Men’s Gun Metal Button, 
Mat Top, NEOLIN Fibre Sole, 

Full Sole yx: Middle Sole, 
Harvard Toe, 134. Sbasbec. ce 

3310 Boxe. Gun Metal Blue er, Mat Top 
EOLIN Fibre Sole, Full Sole 

Leather Middle Sole, Brown Toe, 


ORDER FROM THIS PAGE 


MARSTON & TAPLEY CO. 


DANVERS, MASS. 


3306 a at. Metal Bal, Mat Top, 
NE N Fibre Sole, Full Sole 
Heath Middle Sole, Dartmouth 9 No. 3311 

n Metal Button, Mat Top, 3311 __ Tien’ Gun Metal Diamond 
LIN Fibre Sole, Full Sole Blucher, Mat Top — 
Leather Middle Sole, Brown Toe, 


TWO PRONGS 





LINCOLN SHOES 


WITH 


NEOLIN SOLES 


Made with a Full 
Middle Sole, Goodyear 
Stitched - Wate a 
Built for ‘Hard } 


No. 3306 


Lin? Fibre Sole, Full Sole 


CATALOG ON REQUEST 





Middle Sole, Harvard Toe, 8- i356 $1.60 











EASILY ATTACHE 


TWO SEW HOLES T HAT TAKE TIME | 
Which Wins? 


To those manufacturers of growing girls’, 
misses’ and children’s shoes who use large 
quantities of metal ornaments —we can save 
you money—if you will read this—and act. 


We have a special line of shoe ornaments, built 
to sell at quality prices, which are made with 
two prongs for attaching instead of two sew- 
holes. These prongs are attached by means of 
a small semi-automatic tool, and one girl can 
mount from three to five cases per hour. 

Metal ornamentation used with or without bows 
introduces a style snap to your line that is de- 
cidedly worth while. 

A complete set of samples, with a tool, will be 
sent on request. 


The Metal Products Corporation 


D 





PROVIDENCE, R.1., U.S.A. 3 
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TU URN SHOES 


WOMEN’S 
























































| | | 
BOSTON|OFFICE AND SALESROOM 89 BEDFORD STIREET. 
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FASHIONABLE FALL FOOTWEAR 


In all the desired colors and combinations 


NOW IN STOCK 


B 
986 $4. B-985 ice $3. The newest Boot for wearers of short skirts. 
9-inch Polish Boot, African Brown Kid, Per- Gun Metal Walking Boot, 8 ‘aches b high, Per- High-Cut Polish Boot, made of High-Grade 
forated Vamp, Medium Welt, Sole Leather forated Vamps, Imitation Facing and Tip, French-American Kid, Welt Sole and New 
LXV Heel, Iris Last. A toD, 244| to) 7. Medium Welt Sole, Cuban oo Our New French Leather Louis Heel, Iris Last. AA to 
104 Last. AA to D. 2% to D, 2% to 7. 


B-982 ice $4.25 
Bo $3. B-980 8-inch_ Mah R 
ogany Russia Calf War Boot. 
Gun Nal olin ast, erin Nedet Ba freash Kit Coke No § (Cham ene Polish — Wome .and Cuban Hea Facing a 
t urn e u eel wit! rass mitation I ip, Gu on vy | 
a ae Cuban Heel, Iris Last. AA to D, Plate, extremely dressy and graceful, Iris New Ww Wilths AA, 
Last. Widths AA, 4 to 7; A to D, 24% to7 7. to 8; A to D, 2% to 8. 





SEND FOR CATALOG SHOWING OTHER POPULAR STOCK BOOTS 


MOORE-SHAFER SHOE MFG. CO. 


NEW YORK OFFICE: 1328 BROADWAY, (425 Marbridge Bldg.) JACK JESTER, Rep. 
BROCKPORT, N. Y. 
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AZTEC CALF 


Vegetable Tannage 
yu" shoes will look better, and 
sell better, if Aztec Calf is used 
in their making, 
Our process of tanning Aztec Calf 


puts life into it, instead of taking 
life out of it. 


Aztec Calf makes a leather that 
lets the foot breath. It holds its 
color, won’t chip, and retains a 
polish for a long time. 


This Gallun Quality Leather is ideal 
for shoes intended for spring and 
summer wear. 


These are the facts—we want to 
convince you to the point where you 


will specify AZTEC CALF for the 
shoes you order—It’s made in a va- 
riety of weights and grades. 






H. A. ELY, Manager 


A. F. GALLUN & SON 


MILWAUKEE, WIS. 





11 East Street, Boston, Mass. 
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The Famous 


SHC 4or MEM 


Recognized as one of America’s leading lines of 
men’s shoes with a range of prices from $2.25 


to $3.50. 


All Goodyear Welts. 


Salesmen are 


out with the new spring line which contains 


authentic styles for the coming season. 


that a retailer can buy with surety. 


WEBER BROS. SHOE CQ, NORTH ADAMS. Mass. 


BOSTON OFFICE 
83 Essex Street, Room No. 305 


A line 





NFW YORK OFFICE 
436 Marbridge Building,1328 Broadway 


KANSAS CITY, MISSOURI, OFFICE 


429 Ridge Building 


























Tailor-Made Shoes 


for Women, attract- 


ive to the last word. 
Made with that snap 
that catches a 
woman’s eye, selling 


at prices that meet 


the purses of the 





majority 


these are the shoes 
that P. J. HARNEY 


is making. 








SPECIALTIES 





P. J. HARNEY 





McKAYS 











The New Line must 
be seen. It has 
styles in color com- 
binations that can- 
not be described on 
this page. It has 
patterns that are 
New, Dainty and 
Practical. 





Why don’t YOU 
write and ask us to 
show it to you? 


P. J. Harney Shoe Co. 
Lynn, Mass. 
Boston Office, 183 Essex St. 
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“THE THE 
Yu SHOE RETAIL *5-° $6: 97-00 RETAIL SHOE 
(THE accompanying cut 
shows one of our present 
STOCK Stock Styles. For Fall and 
Winter, 1916-17, a full line of 
STYLES STAPLE and BEST SELLERS 
“Carried in Stock,” and catalog 
of entire Stock Department 
proposition is ready for mailing. 
Make your request for a copy 
now. 
“THOMPSON”? salesmen are 
on their territories with 
COMPLETE SPRING AND SUMMER 1917 
SAMPLE LINES 
Plumb full. of “Spunch’”’? and 
such “‘striking ideas’? as can 
be practically and effectively 
applied to shoe construction, 
linked up with strictly “‘high- 1 
10 grade shoemaking’”’ and the 
New Lasts same honest values that built New Lasts 
ewe the **THOMPSON”’ reputa- Rialto 
Hilo roe oe *Combo 
Three new combinations—espe- : 
Rokway cially drafted combination pat- Gothic 
terns—brand new _ especially 
Hudson — drafted glove-fitting Oxford pat-  “Tdsley 
*Winsor terns—sport shoes—novelties of *Apollo 
Stock No. $516 every description. 
(Uatennted Th feat f thi ; i- 
Gp Mena Met Calf Tom, Bian cet ates oe rserale ees 
A Width, 7 to 10; B Width, 6 to afford to miss—nor buy your Men’s 
10; C and D Widths, 5 to 10. Fine Shoes, until you’ve seen what 
Price $8.75 *Combination *“*THOMPSON’S”’ showing. *Combination 
Stock No. S512 
(Unbranded) 
Ne Lest, Single Sole, A Width, 
7 to 10; B Width, 6 to 10; C and 
D Widths, 5 to 10....Price $4.10 
THOMPSON BROS., Ine. 
BROCKTON (Campello,) Mass. 
NEW YORK OFFICE BOSTON OFFICE CHICAGO OFFICE 
401A Flatiron Bldg. 60 South St., Rooms 63-64 35 So. Dearborn St., Room 406 
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‘(LEATHEREX 


“THE SUPER-SOLE” 


Has passed back of the third line entrenchment and is 
now firmly established in popular favor. 

The reason has been LEATHEREX QUALITY, which 
has at all times been permanent. 

This Quality makes possible a wear that exceeds all ex- 
pectations—a springy, velvet-like tread, which shows 
there is real rubber in this sole, and a satisfaction that 
goes from the shoe manufacturer straight down the line 
of distribution to the consumer who puts LEATHEREX 
SOLES to their ultimate test—every-day wear! 

Many shoes in the Spring and Summer lines carry 
LEATHEREX SOLES. They have made good purely 


on their merits! 


TYER RUBBER COMPANY 
ANDOVER, MASS. 
Sole Selling Agents: 


The Brownridge Co., 170 Summer St., Boston, Mass. 





THE GREAT NATIONAL SHOE WEEKLY 














rPeSeSeeeSTRE SSeS ERS ERP SE SPE SeC ee eee eee eee eee eee eee eee eee eee 

















In Jug of Wat; Naval Coflege 
Staining Stat1or . Vowport fl. 
W202, Pt WING Ag ainsl Jean? of 
LSS. APHanseas. 





team and nowhere does the sport reach such a pitch of excellence as 

in the navies of the great nations. The picture shows a typical 
match and the tense struggle that tests every participant’s physique and 
staying powers. Among patent leathers the winners which have proven 
their strength and lasting qualities are the dependable 


SterliigGolt SterliiqKid 


FOR MEN’S yr FOR tate! SHOES 


BRISTOL PATENT LEATHER COMPANY 
BOSTON, MASS. 


) NDURANCE and skill are combined in the successful tug-of-war 
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Soft Shoes for Tender Feet 


o> 


E R 


a Constance Shoe 





The problem of supplying women of taste and discernment with footwear that 
answers every requirement of Comfort with grace of outline and 
modish pattern is met in the Grover Comfort Street Shoe 








IN STOCK NO. 421. PARIS KID BUTTON 83.75 





Be os steadier S SONS 


LYNN 


The motor cars that 
are daily seen in front 
of the Hotel Essex sug- 
gest the popularity of 
this hotel with those 
who travel by this 
means on business or 
pleasure bent. 


The reasonable rates, 
courteous and efficient 
service and central lo- 
cation are contributing 
factors toward the suc- 
cess which the Essex 


has achieved in catering to the require- 
ments of the traveling public. 


The Hotel Essex is recognized as head- 


BOSTON NEW YORK 


MASS. 





HOTEL 
ESSEX 


BOSTON 
MASS. 


David Reed 





Manager 








quarters” of the shoe and leather trade. 


STOP AT THE ESSEX 


aaa emcee aaaana amie ane te eR 


It is seldom that one 
connected in any way 
with the shoe and leath- 
er trade cannot find a 
familiar face here. The 
Hotel Essex being in 
the heart of the shoe 
and leather district has 
been enabled to serve 
shoe and leather men 
most satisfactorily. 


Shoe manufacturers, 
wholesalers, retailers, 
salesmen and leather 


tanners all find accommodations here that 
enable them to transact business in a 
highly efficient manner. 
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SECTION OF MOULDING DEPARTMENT OF THE MOUSAM COUNTER CO. 


This Photograph shows a small section of the moulding de- 
partment in the Mousam factory where an extensive battery of 
improved machines are constantly at work shaping 


Mousam “Horn Fibre’ Counters 


in the multiplicity of styles that are today demanded by shoe 
manufacturers. Counters to give best results must fit the last 
and in this as in other processes going to produce the finished 
counters the Mousam plant excels. 

First in Quality and Utility; First in Guaranteed Service 


MOUSAM COUNTER CO., 121 Beach St., Boston, Mass. 


AGENCIES: 
Wilkinson & Reger, Philadelphia, Pa. John C. Rupp, Cincinnati, O. William Linklater,Montreal, Canada 
Faire Bros., Ltd., Leicester, England Ullathorne, Hartridge, & Co., Ltd., Melbourne, Australia 


Peele — 


PITTI 
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IM PRO VED 
CUSHION SOLE 


Shoes---For Women 





Dr. A. Reed, Patentee 


= This is not the original 
CUSHION SHOES Sz...) Dr. A. Reed Cushion Shoe 


DR. A. REED. Patented 1901 2-4 
ORIGINAL 


DRA REED CUSHON SHOE previously patented but 
SLATER SrvenrTIeN His Latest Invention. 











STOCK W282 
Women’s Kid Button, 


14 STYLES CARRIED IN STOCK Kid Top, 16 Last 


One of the first questions asked now-a-days hy the best 


qualified advertising space buyers is-- 


“Is your publication a member of the 
Audit Bureau of Circulations” 


A publication holding membership in the A. B. C. places its 
space selling on atrue commodity basis 


The Boot and Shoe Recorder is the only retail shoe trade 
publication holding membership in the Audit Bureau 
of Circulations. 
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Bal Tebarin | 





Patent Turned Oxford 
for Men 


The ideal dancing shoe 


IN STOCK 


READY FOR IMMEDIATE DELIVERY 


No. goo 
A, B, ca D. 5 to Il. 
The “Bal Tabarin” 


is a Winner 
The last word in Men’s Dancing Shoes 


HIGH GRADE THROUGHOUT 


Upper of best selected Patent Chrome, 
Yamped with \genuine silk. White vamp lin- 
ing (“ ine-in”) a strong, serviceable 
twill—the best made. Quarters lined with 
pearl chrome. 

idget eyelets, mercerized cord lace, Last 
No. 58, a beautiful fitter. Invisible nailing 
in heels—no nails to mar floors. Turn 
sole, foreparts and toplifts finished natural. 


PLENTY IN STOCK 
NO DELAY IN SHIPPING 


| HAZEN B. GOODRICH & CO. 
| i HAVERHILL, 


cA 
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Price $3.95 
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prea inte that. : 
Bring Business | 












































We are running night and day on 
Novelty Boots—Gray, Black and 
White, and Brown boots, with cov- 
ered heels are the most popular 
styles. Reorders from quantity buy- 
ers show that 


Our Boots are Right 


Our salesmen are out with a com- 
lete line of Boots and Pumps. 
rite us and we will have one call— 
or send to us for a catalogue covering 
in-stock styles. 


ELLIS, EDDY Co. 


(Shoemakers) 


Haverhill, Mass. 


Boston Sample Room, 207 Essex Street 
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Better Service 


f ers merchandise and good ser- 
vice will attract and hold your 
customers. 








With Lamson Carriers you can give the 
best possible service, as clerks are re- 
lieved of the responsibility of making 
change and wrapping parcels, and are 
left free to give their entire time to 
your customers. 


A Lamson representative near you will 
show you how Lamson Carriers can 
best be applied to your store. Write 
today for further information. 


THE LAMSON COMPANY 


Boston, Mass. 


TILT TLL 


mu 


POUUGHQQOUORQGUCEEOGUUCEQOGUEOCGORRRROGREERDGROROQRURRERCGRERCCCRRECCRRRRRCORR ERS 


WINTER IS COMING 
YOUR TRADE WILL WANT THESE GOODS 


Wool Lined Sock. 





> 


Tailor made—®6 to 10 Button. 





use: ; 
Oy} 
“So Easy to Sew to” di ore 
: ’ Saad 7) " 
All sizes from Men’s to Oleg 
ants Paar? 9 Yih eee 
[} oe} 
Don’t Forget Our Sells 
Zz =z 
SIESTA FOOTWEAR ‘aie 
FELT, CRETONNE, KID ie 
and OOZE lie 
24 Beautiful Shades 3 
of Felt ma 
ee 
| | 
Send For Catatog and Aa 
Price List 
For tender, calloused 
and perspiring feet. 
The Wiley-Bickford-Sweet Co. 
Factories at 


Hartford, Conn. 





Worcester, Mass, = 
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Our Special Oil-Proof Work Shoe 








Stock No. 260 Price, $2.00 
Terms, 3% 15 days; Net,[{30 days 


The uppers are black chrome tannediand oil proof. Has one 
hemlock under sole and one fibre-rubber outer sole, nailed, 
Goodyear fastened. We recommend this shoe to workers 
in ammunition factories where oil is constantly dropping on 
the shoes; also creameries, refrigerator plants, dye works, 
fish canneries and tanneries. 

The shoe is especially adapted for men who work in oily or 
damp places. 

Write for Complete Information 


THE ALL LEATHER SHOE CO. 
NATICK, MASS. 





We have what you want 
when you want it 
Ready to ship at $2.50 a pair 











Brogue Vamp and Fox 
Polish, Cuban Louis 
Heel,Great White Way 
Last. In all leathers. 


Black Kid Vamp 
White Kid Top 


$2.50 


DAVID P. WOHL 
1401 Washington Ave., St. Louis, Mo. 
The only shoe house of its kind in the West 
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Griffin’s White Kidine 
An effective and safe 
cleaning and whitening 
fluid that cleans all white 
kid and white calf stock. 


Small size, $11.00 gross; 
95c per doz. 


Large size, $18.00 gross; 
$1.60 per doz. 


—____—, 
GRIFFIN | 
} 
x | 
| 


BRONZE | 
DRESSING! 
BRONZE LEATHERS 


COLQR LEATHER! 


FINE BRONZE FINISH 





Griffin Shoe Bronze 
Is the Most Natural 
Bronze on the Market. 
Large size Small size 


$ 2.20 doz. $ 1.60 doz. 
24.00 gross 18.00 gross 





Griffin’s 


White Cake 
Cleans, whitens and pre- 
serves all white shoes. 

$7.20 gross 


Griffin 
Dressings 


Please Your Custo- 
mer and Makea 
Profit for You 


You are the one who in four cases out of 
five, décides the kind of shoe dressing 
your customer buys, and it is to you that 
the excellence of Griffin Dressings means 
most. 


Whether it is a white, black or colored 
shoe, whether kid, calf or fabric, there is 
a Griffin dressing intended for that par- 
ticular kind, and one that will not alone 
do its work effectively but will preserve 
the shoe and please the user. 


Here are shown some specialties for the 
shoes now most in demand. When you 
sell a pair of colored kid shoes, a pair of 
white canvas buck or kid, a pair of bronze 
or of tan or black calf, suggest the pur- 
chase of the proper dressing. 


You will make an extra sale and an extra 


profit, and if it is Griffin you are sure of 
satisfaction for your customer. 


GRIFFIN MFG. 
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Griffin’s Glazed Kid 
Cream 
In Blue, Black, Light 
Gray, Dark Gray, Brown, 
Green, Red, White, 
Ivory, Champagne. 
CLEANS—COLORS 
POLISHES 
Is to the Leather what 
Cold Cream is to the 
Skin. 
3-oz. Bottle in Beautiful 
Lithographed Carton. 


Price, $15.50 per gross; 
$1.35 per doz. 















Qtisanc ance EQUAL To NE! 
SUEDE ,CANVAS, LINEN, 
antec Temas 











GUARANTEED NOT TO STIFTEN OR 
NE LEATHER OR CANVAS. 
a5 











Griffin’s Buck White 
Cleaner 
Cleans and whitens Buck, 
Nubuck, Suede Canvas, 
Linen and Nappy Leather 
Shoes. Complete with 
Brush and Dauber. 
Large size, $1.65 doz; $19 
gross. 


Small size, $.80 doz; $9 
gross. 


CO., Ine. 


69 MURRAY STREET, NEW YORK 


CANADIAN REPRESENTATIVES, 


Canadian Shoe Findings and Novelty Co. 


2 Trinity Square, 


oronto, Canada 
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-F or Immediate Sale 








Shoe Factories 


at 


Lynn, Mass. 


Now Actively Manufacturing Women’s Shoes 
Capacity, WELTS 1,500 pairs, McKAYS 3,000 


Plant is in full operation and is 
thoroughly equipped with all up-to 
date machines, lasts, patterns, etc. 


Organization complete! 


Wonderful opportunity for one 
who desires to engage in the Shoe 
Business to acquire the entire plant 
or an interest in the same. 


If interested apply to 


Clement R. Lamson or Frank Owen White 
30 State St., Boston 60 State St., Boston 
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Changes in Business coe 8 


The Last Week’s Failures, Suspensions and Changes 


Failures 


Georgetown, Mass.—Danie!s Shoe Co., shoe manufacturers, reported assigned 
to Frederick H. Tilton of the law firm Tilton & Cogswell. 

Waverly, Mass.—Isaac Silber, shoes, etc., reported J. J. Silverman appointed 
receiver. 

— ham, Ala.—Cox Shoe Co., om, reported meeting of creditors was 

alled for yesterday, September 2 

Conway, Ark.—G. W. Wilson Dry Goods Co., shoes, etc., reported petitioned 
into bankruptcy 

oo Fla. — n P. Knight, shoes, etc., reported offering to compromise at 

Cite t Th John Ross (9247 Cottage Grove Ave.), shoes, reported embar- 


r ; 
Brooklyn, Ind.—Mary A. Foster, shoes, etc., reported petitioned into bank- 


ruptcy. 
Des Moines, Ia.—Midwestern Shoe Co., wholesale soete, reported embarrassed. 
Reported assets, $22,000, and liabilities, $27,500. 
Anthony, Kan.—C, C. Arnold, shoes, etc., reported petitioned into bankruptcy. 
——_ N. Y.—Jos. H. Bennett, shoes, etc., reported offering to compromise at 
per oa 'N 
weg Hill, nazia Capo, shoes, reported assigned. 
Raleigh, N. C. Fe hop. shoes, etc., Sande ys receiver appointed. 


Raleigh Department tore, shoes, reported receiver appointed. 
nes haces J.—W. L. Templer Leather Co. leather, reported petitioned into 
an rup 


Schrier ‘kt Sadolf Co., Inc., shoes, reported petitioned into bankruptcy. 
Cincinnati, O. —MacDonald & Kiley Co., shoe manufacturers, reported, the large 
local creditors held a meeting on the 18th inst., and immediately following 
this meeting a representative of three New England creditors filed an in- 
voluntary petition in bankru “6 The largest creditors sent out a notice 
that another meeting was to be eld at the office of Griess, Pfleger & Co., 
Cincinnati, on Monday, September 25. Approximate figures as to indebt- 
edness thus far secured are to the effect that there is owing about $90,000 
to merchandise creditors, $90,000 to the Graydon Estate on loans, and about 
$200,000 to banks, and there is also $25,000 additional indebtedness on 
pay roll and miscellaneous items. Of the bank indebtedness $105,000 rep- 
resents an old series of notes — some years ago when the present owners 
took over the old MacDonald-Kiley Co. business, and are said to bear the 
endorsement of Thomas and John Graydon. The factory is shut down 
and the salesmen have been notified to find other itions. 
Duquesne, Pa.—J. Goldman, shoes, etc., reported petitioned into bankruptcy. 
Emeigh, Pa.—Barney Hanson, shoes, etc., reported constable’s sale was sched- 
ied to be held September 22, last. 
Pittsburgh, ¥ ips —Geo. Abrams, shoes, etc., reported petitioned into bankruptcy. 
—— , Pa.—Chas. A. Edwards, shoes, reported offering to compromise. 
ted sold out. 
seu iat — Pa.—Oscar Rosen, shoes, etc., reported petitioned into bank- 


Milwaukes, Wis.—George Rochol, Jr., shoes, reported filed a voluntary petition 
in poreenn ge Liabilities amount to about $3,700, and assets outside of 
homestead, which is exempt, consist of stock and fixtures of about $1,500 
and a few accounts receivable. 

Waitsburg, Wash.—Great Eastern Department Store, Inc., shoes, etc., reported 
offering to compromise at 60 per cent. 


Changes 


Lynn, Mass.—Bender Shoe Co., shoe manufacturers, authorized capital in- 
creased to $50,00 +: 
ior Mass.—D. F. McCall Shoe Co., shoes, succeeded by D. F. McCall 


Lynn, Mass.—J. F. Marks Co., shoes, succeeded by Marks & Frisch. 
Torrington, Conn.— Michael F. "Dwyer, shoes, etc., succeeded by Katz & Broos- 


lin 
Washington, D.C.—Saks & Co., shoes, etc., incorporated with capital of ry 000. 
= Ga.—Jones & Jones, shoes, dissolved partnership; succeeded by F. O, 


Lom: Ta—W. A . Ross, shoes, etc., sold out to V. K. Stanle 
La Salle, Ill.—W. G. Brown, shoes, etc., sold out to Welter ‘S Lloyd. 
Council Bluffs, Ila.—J. P. Christensen, shoes, etc., sold out to L. P. Jensen. 
ooo City, Ia.—Olson & Hanson, shoes, etc., succeeded by Olson, Hanson & Co. 
ellington, Kan.—M. Muehlberger, shoes, succeeded by E. B. Clark. 
Portland, “Mew -—Randolph Shoe ae shoe manufacturers, incorporated with 
cal 
Ute ed Shoe Mfg. Co., shoe manufacturers, incorporated with capital of 
Menominee, Mich.—Richardson Shoe Co., shoe manufacturers, succeeded by 
e Superior Shoe Co. 
Pontiac, Mich.—Lenhoff & Orman, shoes, etc., oe by Orman Bros. 
cate eo Sane i. —J. F. Buerke, shoes, etc., succeeded b y W. Balke. 
o.—Coleman, McMeekin Mercantile Co., shoes, etc., succeeded 
“by M ve Makicekta Mercantile Co. 
beams = ¢ Mont.—Douglas-Mead Co., shoes, etc., incorporated with capital of 


00,000. 
Helena Mont.—New Pa Clothing Co., shoes, etc., ¥. L. Smith retires. 
_— i N Mo.—C. F. Fenton, shoes, éte., succeeded b y S. S. Muchmeiser. 
Benson, 1) —Frank Rouse & Co. ., Shoes, "etc., closing out. 
Oran © in =" Schwartz, shoes, etc., will retire. 
Broo! aN ius L. Marcus, shoes, sold out. 
—_ me Apteker & Co., Inc., shoe manufacturers, incorporated with 
capi 
Buffalo, N. Y. ie. Inc., shoes, etc., will discontinue about December 1. 
College Point, N. p fens’ Notch Co., Inc., shoe manufacturers, incorporated 
with capital of $100,000 
Steubenville, Ohio. —Globe Shoe Co., shoes, sold out to Mark La Ven. 
Youngstown, Ohio.—Cut Rate Shoe Co. = id out to — Tg 
Columbus, Ohio.—Dunlap Shoe Co., shoes, capital increased to 
Cincinnati, Ohio.—Plaut-Butler Co., shoe manufacturers, on ne Ferguson 
now member of the above company. 
Lop ge — shoe manufacturers, incorporated with authorized capital of 
$600,000 oe a ae The Miller Shoe C tr yet 
ceeded ody Holters 


Goveland Ohio. ~Schults-Ruck-Delfs Shoe Co., shoe manufacturers, succeeded 
y Cleveland Shoe M Mfg. Co. 
nie Pa.—Chas. A. wards, shoes, sold out. 


Knonrites, Tenn.—Dodson Gillespie Shoe Co., shoes, incorporated with capital 
Sequin, Tex.— William Mendlovitz, shoes, etc., sold out to Geo. Mendlovitz. 
Parks of $23.00 — .—Julius Frankel, Inc., shoes, etc., incorporated with capital 
Burlington, V t.—Ira A. Lewis, shoes, succeeded by Lewis & Blanchard. 
Colby, Wis.—J. J. Grimes, shoes, etc., sold out to H. A. Schroeder & Sons. 
Clarksburg, W. Va. —Donochue-Johnson Co., shoes, etc., will retire October 1. 
Albion, Wis.—Stewart & Schrader, shoes, etc., sold out to Clayton Spaulding. 
Kitchener, Ont.—G. V. Oberholtzer Co., Ltd., shoe manufacturers, will jbe 
known in the future as the “Hydro City Shoe Manufacturers, Limited. 


The Modern Captain Kidd 
By DOUGLAS MALLOCH 


The pirate loved to cut a throat, 
Or make a brother walk the plank, 
A bilgy bottom for his boat— 
A sandy island for-his bank. 
On ev’ry sea beneath the sun 
He parted billows with his prow; 
The pirate had a lot of fun— 
But where are all those pirates now? 


To cut a throat or cut a price 
Is really very much the same; 
Though it may seem amusement nice, 
It always is a losing game. 
An enterprise is always lost 
When naught for profit you allow, 
Some fellows sold for less than cost— 
But where are all those fellows now? 


A Military Window for the Kiddies 


The Broadway Department Store, Los Angeles, 
Cal., recently advertised its shoe department and 
incidentally a well known brand of children’s shoes in a 
manner which attracted wide attention. In the win- 
dow was placed a large papier mache shoe five feet 
long and of corresponding height. In this sat the 
traditional ‘‘Old Woman Who Lived in a Shoe,” with 
a long switch in her hand. Large dolls dressed as boys 
and girls represented her numerous progeny, and these 
were scrambling all over the big shoe. All of them 
wore stout school shoes, and most of them were placed 
in such a position that these shoes came prominently 
into view. Standing at attention at one end of the 
window was a wax model of a boy in lieutenant’s uni- 
form with uplifted sword. In the background was a 
row of cut out figures in khaki uniform, and a large 
sign suspended over the young officer’s head said: 
“These shoes protect the Old Woman Who Lived in 
a Shoe and her brood, as well as all other youngsters.” 
Displayed in front are baby bootees of kid in white, 
pink and blue; white sandals; patent leather pumps, 
with white spats; patent leather shoes with black 
velvet tops and white buttons; and moccasins of kid. 
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Classified and Opportunities Department 


**Recorder”’ 


page per issue: 


Space ltime 7 times 13 times 
1 inch $4.00 $3.00 $2.75 
2 inch 8.00 6.00 5.25 
3 inch 12.00 9.00 7.75 
4 inch 15.00 12.00 10.00 


rates for space less than one-eighth 


26 times 52 times 


OSITIONS WANTED: Three cents per word for 
each insertion. 
sixty cents. 

five cents per word for each insertion. 
amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 


Minimum amount accepted, 


For other ‘““Want’’ advertisements, 


Minimum 


When advertisers desire re- 


plies forwarded direct to their address, each word of the 
address must be counted in the advertisement and 
paid for accordingly. Answers to ads must be sent 


$2.50 $2.00 

4.75 4.00 vertisement for address. 
7.00 6.00 

9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


POSITION WANTED 


LINE WANTED 





ALES AND ADVERTISING MANAGER— 

We require the services of a capable man 

for above position. Applicants should state 

what experience had, also age, whether single or 

married, and salary expected. The Rich Shoe 
Company, Milwaukee, Wis. 


HOE BUYER AND MANAGER, for eight 
years, at present employed, ‘seeks desirable 
connection as buyer or assistant in shoe depart- 
ment. Several years’ factory experience. Best of 
references. Address A 700, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





*ALESMEN WANTED to carry a Western 
Ss made line of high grade work and semi- 
dress shoes, in Minnesota, North and South 
Dakota and neighboring territories on a commission 
basis. Complete line carried in stock, and some 
established trade. We prefer young men who 
really want to work and are looking forward to a 
future. Address A 702, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


ey an experienced retail shoe salesman, 
young man tween 20 and 30 preferred, 
state salary, send copy of references in first letter. 


Steady position, splendid chance for advancement. 
Address The Hub, Steubenville, Ohio. 








7JANTED: SALESMEN for the middle west 
and Texas, who can furnish high class 
references, to sell a strong line of popular priced 
felt and novelty slippers on commission basis— 
two season — of real merit. Fifty light weight 
samples will represent the line. The Dolge Slipper 
Co., Oxford, aon. 





re Salesman to sell a line of unlined 
work shoes to country trade. Unless ex- 
perienced don’t aply. Also looking for side line 
men. E. B. L. Shoe Mfg. Co., 586-598 Clinton 
Street, Milwaukee, Wis. 





ANTED—Live experienced salesmen to sell 
WW on liberal commission basis a sondienn 
riced line of mens’ dress welts made in the west. 
erritory open in Ohio, Indiana, Tennessee, Ken- 
tucky, Pennsylvania, Iowa, Minnesota, North and 
South Dakota. References in first letter. Ad- 
dress A 701, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


rr ASSISTANT open for position. Young 

man, with several years’ experience in the of- 
fice and executive department o one of the large 
Eastern shoe manufacturing companies, is desirous 
of making a change, owing to the liquidation of 
the firm with which he has been connected. Ex- 
perienced in cost system, general office work, 
styles, etc. A loyal worker and will make a good 
man for any concern desiring his services. Ad- 
dress A695, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





OSITION) WANTED-—Young man, 25 years 
old, desires position with shoe manufacturer 
or jobber. Has had 8 years’ experience from stock 
clerk and shipper to floor salesman. Can handle 
any position in connection with a stock of shoes. 
Wide acquaintance with New England retail trade. 
Address A694, care Boot and Shoe Recorder; 207 
South St., Boston, Mass. 


DVERTISER'’ with old-esiablished trade 

selling largest jobbers only, wants a progres- 

sive N. E. factory line of women’s McKay sewed 

shoes; on commission basis. Address P. O. Box 
2626 Boston, Mass. 





COTTISH SHOE JOBBER wants to get into 

touch with manufacturers of McKay sewn 

nurseries. Address John Paterson & Sons, Spout- 
mouth, Glasgow, Scotland. 





INE to carry on commission with my line of 
children’s McKays on the Pacific Coast 
havng carried present line for past four years. 
pats pad cape line of boy’s medium oy McKays 
and welts or line of medium price old ladies’ com- 
forts. Would consider a line of ladies’ McKays 
Boot from $2.00 and up. Address A 698, care 
oot and Shoe Recorder, 207 South St., Boston, 








FOR RENT 





OSITION WANTED —A first-class shoe man 

wishes a position as dep’t or shoe store megr., 

23 years’ experience as clerk, travelin Fcsamgy and 

store manager, 39 years old. Good a Best of 

references. Now mer. of big shoe on * Further 

articulars write or wire. 624 8th Ave., Salt 
e City, Utah. 


OR RENT to desirable shoe manufacturer, 

well-furnished selling office, opposite United 

States Hotel. Price reasonable. ancroft-W alker 
Co., 132 Lincoln St., Boston, Mass. 











OSITION WANTED—Mr. Jobber or Manu- 
facturer, I am open for a position. I have had 
extensive experience in the jobbing line (I don’t 
know it all). However, my experience as buyer, 
supervising of sales force and of general help I feel 
yr meg me for similar position or as assistant. 
ddress A690, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





ALESMAN WANTED—Must be thoroughly 
competent and capable of taking charge of 
and doing the buying for shoe department doin, 
about $25,000, in department store. Live town o 
ten thousand and growin None but a first 
class man need apply. A dress, W. A. F., care 
of Boot and Shoe Recorder, 207 South St., Boston, 
ass. 








6” Commission 


7 6 per cent commission 
W anted men to handle our line 


of women’s novelty goods in the fol- 
lowing towns; to use the same as a 
basis to work surrounding territory: 
Columbus, Ohio; New Orleans, At- 
lanta, Philadelphia, San Francisco, 
Los Angeles, Portland, Spokane, Se- 
attle, St. Paul, Minneapolis, Kansas 
City and Omaha. Address A704, care 
Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





Bookkeeper 


Experienced in shoes, shoe machinery, leather. 
Ten years last position. Best references. Ad- 
dress A699, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 























HELP WANTED 








Manager Wanted 


For retail shoe store, willing to take an interest 


in establishi business offering splendid op- 
portunity for bright, active manager who knows 
the upstairs A fine proposition for the 


right man. ae A705, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 











TO LEASE 


PACE for juvenile shoe department in 
conjunction with ladies’ shoe department. 

First floor, S class down town shopping district, 
1309 Euclid Ave., Cleveland. Ladies department 
well established and successful. Many calls for 
juvenile shoes. > ag bene Small capital 
required. Unusual Kirkpatrick- 
ae Co., 1309 Euclid eg "Cleveland, Ohio. 











FOR SALE 


‘ee: sample cases, capacity 275 women’s 
shoes and oxfords. uitable for salesroom. 
Cheap. Photo on — The Selby Shoe Com- 
pany, Portsmouth 








OR SALE at $2000 a oy, equipped turn 
shoe plant located in good labor section of 
Philadelphia. wy es Fixtures, | — 4 Dies and 
Patterns. Cost $12, big Address 
A 703, care Boot and anes Le mg "207 South 
St., Boston, Mass. 





OR SALE—Only exclusive shoe store in city 
F of 7000 inP acific Lape Payroll city 
and in rich country. Doing good business. Must 
sell to settle estate. $5000 will handle. Address 
A 697, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass: 





OR Ler neg meng a. 5 sole shoe plant 
inclu oy safe and desk. 
7. a G. Strootman, S oe Div. st., Buffalo, 
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BUSINESS OPPORTUNITY 


ONANZA—Reliable man with few thousand 
dollars; substantial interest in plant manu- 
facturing child’s rubbers and footwear. New 
idea; less cost. Demand beyond capacity. No 
debts. Chance for self or son. Write Mr. May, 
Room 32, 19 Milk St., Boston, Mass. 











WANTED TO PURCHASE 








Do You Wish To Retire or 
Sell Your Surplus Stock? 


Don’t Sell Until You Get Our Offer. 


We have the largest outlet and pay the 
best prices for shoes. No — too 
large. Short term leases taken. Com- 
municate with us, and we will send rep- 
resentative. Established 1889. 


VAN PRAAG & COMPANY 
15-17 Greene Street, New York 
The largest cash buying concern of every 
class of merchandise in the country. 
Telephone, Spring 2248-9. 











Highest Cash Prices Paid 
for entire shoe stocks We also buy 
your surplus or slow sellers. Quanti- 
ties no object. Retail or wholesale. 
Short term leases taken off your hands. 

Wire or Phone us 
Correspondence Confidential 
Established 1890 


GLAUBERG & CO. 


520-522 Broadway, New York, N. Y. 


We also purchase clothing, 
hats, furnishing goods, etc. 











CASH PAID 


for shoe stores or surplus stocks of be neg 
or for other merchandise. Leases tak: 

over. We will send a representative ‘te 
investigate and make offer upen request 
Max Kalter Mercantile Co. 

] 106 Grand St.,New York City Phone,Spring 9413 








I BUY ANYTHING CALLED SHOES 


a ee ae Opets of chaee, 
ire plants, Wholesale Stocks, = - am 


Corpora 
42 Lispenard St. New York City 














Do You Wish to Raise Cash Quick? 
clothing, ‘amd. merchandise of” all ail Tinds 
bought t for spot cash. Short 

or wholeeale. 


taken sz hands. Retail 
‘ORE SELLING, WRITE U 
Combines Strictly Confidential 
Brooklyn Syndicate 


FRAN K WALEER, 
610 BROADWAY, BROOKLYN, N. Y. 
Tel. 2328 Wil 














WILL BUY FOR CASH 


Jobs and Gicontinnsd = stocks of Men’s, 
aii, Dor sx C8; SHOES 
dren’» clothing and general 

merchendiee. 


H. D. MERBLUM 











, ‘OR 
316 CHURCH NEW YORK 


THE TRAVELING SHOE SALESMAN 
(Concluded from page 79) 

Texas, Mr. Swarts the big cities west of 

the Mississippi, and Mr. Fowler the cen- 

tral Atlantic states. 


Fifty-three Years Traveling 


Seventy-five years young, and still on 
the road, for the Duane Street house of 
Lyons & Co., New York City, A. E. 
Bushnell, of Newark, N. J., has seen many 
ups and downs of traveling salesmen in 
New York. 

Mr. Bushnell was born in New York 
City, November 4, 1841. At the age of 
18 years, he enlisted in the Civil War, and 
at the close of the war, 1864, went to 
work for William Butterfield, 22 Dey 
Street, New York, in the shoe machinery 
and findings business as salesman. At 
this time, they sold only the manufactur- 
ers and the retail shoe findings trade. In 
1870, they branched out to sell to the re- 
tail shoe trade. Mr. Bushnell then took 
his grip and traveled all over the states 
making three monthe’ trips. 

In 1885, William Butterfield retired 
and was succeeded by E. E. Spencer & 
Co. Mr. Bushnell continued to work for 
the latter concern and when E. E. Spencer 
& Co. went out of business, he connected 
with Lyons & Co., 122 Duane Street, New 
York City, where he is at the present 
time. 

Mr. Bushnell states that he does not 
know of a customer living today that he 
sold when he started in 1864. 

He believes in the saying—‘‘The early 
bird catches the worm” and has always 
found that a person can do more business 
in the morning. 


Additions to Staff 


Geo. E. Keith Co., of Campello, Mass. 
have made three or four additions to 
their sales force the coming season. 

Harry S. Jones will cover the trade in 
Ohio and Michigan; Ralph B. Mendall and 
D. E. Bullard will go into southern ter- 
ritory; Frank P. Fanning is to cover 
New England territory and J. Douglas 
McRobbie is to cover the Canadian field, 
replacing Raymond E. Jackson, who will 
carry women’s shoes in the larger New 
England towns. 


Dalton Company’s Roster 


Salesmen representing the Dalton Com- 
pany, Inc., are now in their respective 
territories with Spring samples of men’s 
shoes made by that concern. Following is 
the list: H. K. Dunn, Iowa and Illinois; 
G. S. Dyer, New York State, New York 
City, and northern New Jersey; F. H. 
Foss, Pennsylvania and West Virginia; 
H. M. Hamilton, part of Pennsylvaia and 
the South; C. P. Herrmann, from Denver, 
Col., West; W. K. Hopler, South Atlantic 
states; G. J. Lovely, New England; G. 
W. Manson, Oklahoma, Kansas, Missouri 
and Arkansas; E, B. Slocum Chicago, 


Wisconsin and Michigan; J. A. Warrender 
Ohio and Indiana. 


MISCELLANEOUS 








Slides for the Movies 


Mr. Retail Shoeman, do you realize the great 
benefit derived from running advertising slides 
in your local picture shows; that is, slides that 
are bright, anapp and different? If so, write 
for our SPEC LIST at once. Houston 
Slide Co., 415144 Main St., Houston, Tex. The 
largest exclusive slide manufacturer in the 
uth. ° 


Se 


With Noiseless Cushion Tire 
Rolling Trolleys 
Economize every inch of wall space by making 
shelving clear yates ceiling accessible 


All Mercantile Lines 


Houses, 




















Departmen’ 
Stores, Dey, Goods and Groceries, 
‘Warehouses and Stock Rooms of any Kind; also 





‘ucet RUNNING. NEAT AND STRONC 
SAFE—STEADY 
Just like gding up or down stairs. No weaving 
or vibration when ing or i 
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OLWORKS 








Riemer’s W°%,,5°"° 
For Farmers, Tanners, Butchers, 


See our 1-4 Adver- 
tivement in featloos. 














_/ MATE MARKS 
PY ors AND CARTON 
GUS V. WELLS, 531 14th St.,Des Moines, Iowa 





B W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres 
F. E. JONES, Treasurer 


F. E. JONES COMPANY 


coors MAT KID 


COLORS 
95 South Street, Boston 
Job Lots of Shoes & Leather 


Are Sold through the 
Recorder Want Ad. Page 


5 CENTS A WORD 
Job Lots of Shoes & Leather 
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The following schedule of rates for advertising in the “Boot and Shoe Recorder” went 
in effect September 1, 1916. 























1 7 13 26 52 
Space | Time | Times | Times | Times | Times 
Be «dks nb toesonmrenche epanualnea ...| $100.00 | $75.00 | $60.00 | $55.00 | $50.00 
3 RR AR eee ih are ..-| 60.00} 45.00} 40.00| 35.00) 30.00 
To, a AEP e eee Ror 5. ...-| 35.00] 27.00} 23.00} 20.00; 17.50 
WIR. « oli.o oc nis ows btnake dy icamabannen .| 20.00! 15.00] 12.00! 11.00] 10.00 





These rates are based on a guaranteed circulation of over 10,000 copies each issue. 
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All Colors 


Women’s 


Felt Footwear 
35e. to $1.00 
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X“8ZOTHING makes such an No. X2024 
4, Z 4 Onf. Gi 
¥ 4 Z attractive and comfortable aford D 
4 oN Gray Felt KG 
7x SS looking window display as 7 


fancy felt footwear—fur and rib- 75e. 


bon trimmed. 


S 
s 


BOWMAN 


Ws 


MEGQG 


Every woman in your community is 
a prospective customer and you know 
there is nothing so easy to sell as 
that which is essentially for comfort, 
particularly when it’s dainty. 


WOAH Q0 


With prices from thirty-five cents 
to one dollar and with the long line 
and variety of styles in the P. H. 
& Co.’s stock you can suit every 
whim and fancy. 


SY 
x 


EAM AG 


Use this order form and send for 
samples. No. X3376 
Pink Felt 


$1.00 
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No. XR388 
Wine Felt 
Chrome Sole 


80c. 






DPM UMA 


PARKER-HOLMES oes 
& CO. 


600 ATLANTIC AVENUE 
BOSTON, MASS. s 
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Selling ‘‘ Barry” Shoes takes the The ‘“ Barry” sales department says 





trouble out of the merchandising 
which is directly due to the dis- 
satisfaction of customers. 


to the “ Barry” manufacturing de- 
partment, “keep this thought upper- 
most in mind --- the satisfaction of 


the wearer’’---and they do. 


IN STOCK STYLES 


1916 - FALL AND WINTER - 1917 








Stock No. 943— Unbranded, Copley Last, 

~— Brown Cordovan, l-inch Broad eel, 
Ss Single Sole. A,B,C, D Wists. Sizes 5 

os | - ~~ 7 te ™  - Mies ceeckeseceteucuaea Price $5.25 
Stock No. 941—Unbranded, Copley Last, 
Gun Metal Bal, Rex Calf Top, 1-inch 
Broad Heel, Single Sole. B,C, D Widths. 
era Price $3.15 





Stock No. 935—Unbranded, Regis Last, 
Gun Metal Bal, Mat Calf i l-inch 
Broad Heel, Single Sole. B, C, D Widths. 
Sy OP Bec kc ciccesvesased Price $3.40 


Stock No. 936—Pippin Last, Gun Metal 
Button, Mat Calf Re: 10-8-inch Broad 
Heel, Single Sole. and D Widths. 
eer arr Price $3.40 


Stock No. 939—Imperial Last, Black 

Vici Blucher, 9-8-inch Broad Heel, Single 

Sole. D and E Widths. Sizes 5 to 10. 
Price $3.40 


22 OTHER VALUES 





Stock No. 933—Unbranded, Cam = Stock No. 941—Unbranded Copley 
Last, Patent Button, Black Cloth Last, Gun Metal Bal, Rex Calf Top, 1- 
One-inch Broad Heel. B, C, D Widths. inch Broad Heel, ; Single Sole. B, C and D 


UD © OO BB. once ckcanencd Price $3.25 $2.35 to $5.25 Widths. Sizes5tol0........ Price $3.15 


ea T. D. BARRY COMPANY 


Brockton, Mass. 3 J 
; NEW YORK OFFICE 


BOSTON OFFICE 
3 Essex Street, Room 204 819-A Flatiron Building 


Address all Communications to our Brocktun Offices 
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$ > Rick's eluua RLOWE 


FAMOUS SHOES 


: b) Will help to make your store the acknowledged style 

leader and shoe service center in your community, if you 
will make Julia Marlowe shoes your principal line of 
women’s shoes. 


They reflect refinement and enable you to ask and get 
along profit. These four suggestions are taken from 
our Spring, 1917, line. 


Style 3891.% Welt, To- 
jon Teen has 


Boot, Plain Toe, 16-8 
Leather 1-2 Louis Heal 
Price $4.00 


Senin — by Patent . Pap. eae ~~ Vamp, 
6-8 Leath 2 Louis H ice $2.75 


Beste 1970. a, To- 
Bro inch 


— Tp @ et 
|Win + Wood Cov- 


Style 8126. Turn Mat Kid Lattice came. 16-8 
Leather 1-2 Louis Heel. Price $2.75 


Drop us a request to have our salesman call with the complete line, which includes styles 
now in stock ready for prompt shipment. 


Our new style sheet is now on the press,—may we mail you a copy? 


The Rich Shoe Co. Milwaukee, Wis. 











ER 











1025—REAL ay | GRAY KID, be] 
Covered Heel, 8 OS Serre 


1027-- WHITE BUCK. ° White Leather Heel 


rs i, WO icv cnc cc cccesnceces $4 
9e8—GUN METAL, Flexible McKay Rex 


Oh, Tis, Gis Mic cccenceacesecess 

904—As Above, Patent Leather...... z: 28 
909—GUN METAL, Flexible qpemee Pol- 
ish, 7-in., Imitation Tip, Cc, D, - $2.25 
908—GUN METAL, Button, a ‘ag 909 


911—PATENT LEATHER, Button, Same 
ec 6 60. 606n0s06ubbscuedenneeeosuns $2.25 





In 


ALL PENNANT CONTENDERS 


WE ILAYID THEM STRONG—NOW PICK YOUR WINNERS 






Stock 





1055—REAL BRONZE KID, 8)-in. Welt, 
Leather Louis Heel. B to sienna dertad $3.85 713—GENUINE VICI, 9-in. Fissihte Me. 


603—PATENT LEATHER, 834-in. Welt, 
$3.00 Toit GUN METAT, Mat Top, Flexible 
615—GENUINE VICI 8%-in. Lace Welt eke e D = 


See ee ee eee seen eeeeeee 


We Want Your Women’s Business—The Reason Answered by Your Inspection. Write us. 


Aldhropolitan Shoe 0 


NEW YORK’S LEADING SPECIALTY HOUSE IN WOMEN’S SHOES 


78 READE STREET 














SPULUOOOOROUGUGOODOQUQQQROROOOCUGCCCCCROGRORRCUGRRRGRCCCRCCROGCQCCRECCOROROCRRERCRORORRCRERRRRRRRRCRRORROORRRRERS TTT 


Just What You Want In Men’s Fine teat | 


FIFTY UP-TO-THE-MINUTE LASTS TO RETAIL AT $4 to $7 
MANY STYLES STOCKED, READY TO SHIP 





Number 720 





NUMBER 720 
CLUB LAST 
Full Gun Metal Calf Bal. 
Blind Eyelets. 
Khaki Lining, 13 Harvard 


Edge. 7/8 inch Flanged 
Heel. Waxed Bottom Finish. 


Price $4.00 


Sizes 5 to 10% 
Widths C and D 


STONEFIELD-EVANS SHOE CO. 
ROCKFORD, ILL., U.S. A. 








THE GREAT NATIONAL SHOE WEEKLY 


or Lal” 


Harmony ofcolor end exclusive patterns 

are the most important. factors i»securin 

the rd sein of the most desirable clas 
ery 


“Reed Sey tVles”’ h ave that individuality 


and touch A266 assist you te become,” 


maintain our prestige 8, the fprempst 
style a orities ™ your loca 


E:-P-Reed & Co. 





MES ARS, REST I 
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ase ists: 


18-FT. GOODYEAR SHOE REPAIR OUTFIT 


OVER 


$1LOQ,000,000 


A YEAR 


is said to be the volume of the shoe repairing 
business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing. 


United Shoe pe sae Machine ical 


BOSTON, MASSACHUSETTS 
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BROS. 


THE EVER POPULAR LINE OF WOMEN’S 
WELTS AND McKAYS THAT SELL 
IN VOLUME AT VOLUME PRICES 














Rubber Sole Sport Shoes; 1, 
2, 3 and 4 Strap Pumps; Colo- 
nials that are neat and stylish 
—lots of things that the re- 
tailer can buy now—and BE 
SURE. 








Style No. 856 
New Last No. 102, Patent Leather Pump—Welt, 
Full Louis Heel. 




















Style No. 852 


Last No. 102, Patent Leather, White Louis Heel 
and Sole. A dainty model. 





Style No. 892 
Last No. 96, White Canvas Oxford, Kid Trim- 
med, Ball Strap and Tip, White Rubber Sole 


Johnson Bros. Shoe Mfg. Co. 


HALLOWELL, MAINE 
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The Claridge 






SUT AYQVANAUIOOUUOUANEROANATAUUOU YUU AN AURA AEA} — 
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R4974—Turn Black Kid,_ Full 
Louis Wood Heel, with Plate. AA 


toC Widths . .. . $4.75 
ALSO 

R4975—Same in Brown Kid, AA 

toC Widths . . . . $5.00 


TT ON OCT =< O 


QOUOTUOTAOANANONCOCANUO OOP OAAR AAU UAE HATA HTT TTTTATTTTANTTATTTTEHTATTTANTTTTTTTAD SS 









R4976—Same in’ Gray Kid,” AA to 
C Widths . . . . . $5.00 





TTT sc 
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IN STOCK 





MO 
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James Clark Company 
ST. LOUIS 






LATTA 
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Every wearer of pumps ‘presofls 
and low cut shoes ap- (Na-Grip 
preciates the invention 


of \ 
DR. SCHOLL’S 
NU-GRIP HEEL LINER 


NU-GRIP prevents g absolutel not wear or tear the 
stockin gentl throws the hed he the cup-like a and 
diene tei na ne, 20 , no rough seams, and is extremely 






easy cant to sunly to the 
NU-GRIP to mado of 0 Gan, och, velvety rubber; it is expertly de- 
signed and shaped, gy as an an’ aso 
rubber coment tg te Aging of the hed tate she NU-GRIP,. sod 
it to 

when contaee b dry stick together. The the NU GR ® the 
rest. 

Made in three sizes. No. 1, small; No. 2, medium; No. 3, large. Col- 
ors, white, gray and tan. 


The Scholl Mfg. Co. © °78°;,.NS” iondon 


Retail 25c. 
Whol 














doz. 
pl -75 


Packed in individual car- 
tons. Two dozen in display 
container. 





Trade-marks in Foreign 


Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia 
and Africa? 

Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to 
the first applicant, irrespective of prior use 
by another. This allows the piracy of valu- 
able trade-marks in such countries. 


The Shoe Manufacturer maintains a Pat- 
ent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all For- 
eign Countries, as well as in the United States. 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 179 South 
St., Boston, Mass. 
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IF YOU ARE INTENDING TO SELL INFANTS’ SHOES THIS FALL AND 
WINTER IT WILL PAY YOU TO HEED THIS 


Whether you buy Stork Baby Shoes 
or others, take our advice and 


BUY WITHOUT DELAY 


Don’t wait for a drop in prices that cannot 
possibly come. 

Here’s some real inside information. 

Although we contracted months ago for 
sufficient quantities of the finest leathers to 
last us well into 1917—we have been un- 
able to protect ourselves against 
the advance of various other 
necessary shoe materials and 
every manufacturer is in the same 
boat with us. 
What were $4.00 prices are 


now $5.00 prices 





~ Gould-Lee & Webster Shoe Store 


Chairs by 


General Offices, 1016 Lytton Biulding, Chicago, Illinois 


PERMANENT EXHIBITION ROOMS IN ALL PRINCIPAL CITIE* 


compere Cazionet "The Stork Company 


72 Broad Street, Boston, Mass. 


FRIENDLY WARNING 


And the end is not yet— 


PRICES ARE LIKELY TO ADVANCE 
AGAIN WITHOUT NOTICE. 


If you think we are exaggerating the situa- 
tion do a little quiet investigating yourself. 
But you will save time and money by ACT- 
ING NOW. 


Of course we hope you realize the advantage 
of selling STORK BABY SHOES for the 
high quality which they embody and the trust 
all mothers place in the- famous STORK 
trade-mark. 


But the point is: wherever you buy you had 
betler buy now for aradical price advance is sure 
lo come soon. 


Your ‘‘Sizes”’ 





Our Stock Dept. 
Promptly Supplies 


ITTTITIII 





The illustration shows 


the modern shoe store seating. 


Greater Seating Capacity 
(Chairs interlock) 


Greater Comfort 


Superior Designs 
Economy 


ing wooden legged chairs) 
Indestructibility 


(Opera chairs guaranteed against break- 


AMERICAN NEAT IN lf [ OMPANY =. oe legged chairs and settees 


Rigidity 


fastened to the floor) 


an attractive shoe store equipped with 


Sanitary Opera Chairs 


Some of the advantages over settees 
and individual wooden legged chairs are 


(Spring, stuffed or full roll plain seat) 


(Plain wood or upholstered opera chairs 
ad cost about one half price of correspond- 
7. 


(Opera chairs have heavy metal uprights 








aden p 
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Concord Shoe Company 
116 Duane Street New York, N. Y. 


The recognized leading house for Growing Girls’, Misses’ 
and Children’s shoes. 


Our entire efforts are concentrated upon the production 
of this line exclusively and our In Stock large variety 
includes practical footwear as well as many charming 
novelties in vogue this season. Our next catalog will be 
ready November Ist. 


NUMBERS READY FOR SHIPMENT 
IN GOODYEAR WELT 


1895 Girls’ Glazed kid, high cut, tip, lace, 244 to 7, C and D.......... $2.75 
1896 Girls’ glazed kid, high cut, plain toe, lace, 244 to7,C and D...... 2.75 
1823 Girls’ mahogany tan calf, high cut, tip, lace, 244 to 7,C and D.... 3.40 
80714 Girls’ gun metal, mat top, high cut, tip, lace, 244 to7,C and D.... 2.60 
notes, Gate Denese, white Nubuck top, high cut, plain toe, lace, 244 to s 
ied i ob dob sddancdcddscsdeadhbeeeseee Aoebaseeeccend 
10514 Many Pes leather, white Nubuck top, high cut, plain toe, lace, P 
Op PRI A iS Se EE ER Pe J 
1050 Misses’ patent ae Nubuck top, high cut, plain toe, button, 
Meo. 0b 4S os vcd é seks nds ccdcneedensebreeseke banana ed 2.50 
1049 Pn gy ypeene leather, white Nubuck top, high cut, plain toe, button, 











1895 


1042 Misses’ Dongola, white Nubuck top, high cut, tip, button, 1144 to2 2.50 
1041 Child's Dongola, white Nubuck top, high cut, tip, button, 844 to 11 2.25 
81914 Girls’ patent leather, cloth top, high cut tip, lace, 244 to6........ 2.60 
819 Girls’ patent leather, cloth top, high cut tip, button, 24% to6...... 2.60 
818 | wmmned patent leather, cloth top, high cut, plain toe, button, 1114 to 


817 Chita 's patent leather, cloth top, high cut, plain toe, button, 84% to 
2.1 


807B mae gun metal, kid top, high cut tip, button, 24% to6.......... 2.60 
806 Misses’ gun metal, kid top, high cut, tip, button, 1144 to2........ 2.35 
805 Child’s, gun metal, kid top, high cut, tip, button, 84% to 1l...... 2.10 

Styles 805, 806, 807 also carried in patent leather, kid top. 
842 Misses’ gun metal, kid top, regular cut button, 114 to2.......... 2.10 
841 Child’s gun metal, kid top, regular cut button, 84% to 1l......... 1.85 
840 Infants’ gun metal, kid top, regular cut, button, 6 to 8.......... 1.60 


Styles 842, 841, 840 also carried in patent leather, kid top. 








1999A A FEW NUMBERS FROM OUR 
LARGE McKAY LINE 
1999A Girls’ gun metal, cloth top, English, high cut, tip, lace or button, 
I OF PR ee $2.10 
1998A remy gun metal, cloth top, English high cut, tip, lace or button, 
BEI 00 Be 5 05 5 cncduseiascivaionsateiaetdseceedsebsnwessus th 1.75 
1907A_ Girls’ patent leather, cloth top, English high cut, tip, lace or but- 
i, BUG ORD. 950k. cous bee¥-0c0s cece bee ten estes wen bEveS Eas 2.10 
1906A Misses’ = ha leather, cloth top, English, high cut, tip, lace or but- 
Citi, BEES Ba Gyn. nhc Nog ce bhcdksn he bees Kon Pea eAS awesies os 1.75 
We also carry the above four lines in mat kid top, all sizes. 
963 Misses’ vici kid, regular cut, button, Al line, 11}4 to2........... 1.60 
962 Child’s vici kid, regular cut, button, heel or spring heel, 844 to 11.. 1.40 
961 Infants’ vici kid, regular cut, button, spring heel, 6 to8.......... 1.20 


We also carry the above three numbers in gun metal and patent leather. 


Our assortment of Nubuck, regular cut and high cut lace 
and button, and other popular low heel numbers is un- 
paralleled in variety. A Lotus tan skating boot at $3.50 
is a very attractive number. 


All orders are promptly shipped according to instructions. 


Concord Shoe Company 
as New York 








1050B 





807 1-2 
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Buyers’ Easy Reference Directory 





THERE IS A PERFECTION ABOUT 


“Headed Sip 
THAT DISTINGUISHES THEM ABOVE ALL OTHERS 
AND BRANDS THEM AS 


AMERICA’S LEADING SHOE LACE 
Ask your Jobber or write us 
UNITED LACE and eg MPG. co. 





The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men, are carried in stock. You 
ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCom pany 


East Weymouth, Mass. 
BOSTON OFFICE, 183. ESSEX STREET 




















McKays and Welts 
For the Up-to-Date Woman 


Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CO. Lynn, Mass. 


CORDO-TAN 


A dye that changes a faded tan or light colored shoe 
to a rich deep cordovan brown. 


Cordo-Tan gives a permanent color and is absolutely 
uniform. It will make money for you. Send for 75c. 
or $1.50 package, with 10 cents added for parcel post— 
NOW. 


BLACKFAST DYE—As good for turning them black 
Same Prices 


ELIAS BERLOW 


149 DUANE STREET 
NEW YORK, N. Y. 








COULTAS 


THE STYLE MAN IN SHOF ORNAVENTS 


Large Buckles Small ornaments 

for the new dainty, attractive 

Colonials and reasonable 
Service to your satisfaction. 





D. W. Coultas & Co. Providence, R. I. 


pe matter-of-course way in 


for the 


means quick and easy sales for you 


GEORGE FROST CO., Makers, BOSTON 
C.E, Conover Co., Selling Agents, New York, Chicago, Baltimore, +t. Louis 


which men everywhere ask 


Boston 


Garter 
Hitgups 





Two Popular Styles, Pad and Cord 








We stand ready to ship any order in any quantity 
from Shoe Buttons to 
Shoe Repair Machinery. 
Headquarters for Find- 
ings and Shoe Store Sup- 
plies. 
Look for Our 
New ion 
INTERNATIONAL 
SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORK, N. Y. 

















SCHOOL SHOES 
FOR KIDDIES 
That have real wear in 


Welts and McKays 


In-Stock—Quick. Service 


INFANTS’, CHILDREN’S, 
MISSES’, GROWING GIRLS’. 


KIELY THE MAKER 


T. J. KIELY & CO. 
LYNN, MASS. 


THIS IS KIELY 
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IF YOU ARE 


An executive, an editor, or connected with a Busi- 
ness Paper in any capacity; 

an advertiser in a Business Paper; 

an advertising agency or service man; 

a teacher of advertising, 

or an “advertising man’’--- 


YOU ARE INVITED 


—to attend the annual convention of the ASSOCIATED BUSINESS PAPERS which will be 
held at— j 


THE HOTEL ASTOR, NEW YORK 
October 26, 27 and 28 


(Better mark these dates on your calendar now) 


We use the word “‘convention’’ because we must, but in this instance, it is far from having the 
conventional meaning. This gathering of the men who control and use the great highways of 
business news and thought will mark the opening of a new epoch, not alone in the progress of busi- 


ness journalism, but in advertising itself. (And this is not a mere figure of speech.). 


For publishers, there will be open forum 
sessions for the free discussion of problems 
relating to every phase of the making of 
good business newspapers. 


For advertisers, there will be an exhibit of 
successful advertising campaigns, including 
the plan, the copy, the supplementary work, 
the results. Ideas that have produced thou- 
sands of dollars, that have cut the cost of 
selling, will be shown in complete detail. 


Advertising agents and service men, will 
hear real experts tell how to produce result- 
ful business paper copy, and will get many 
valuable ideas on the practical use of the 
trade and technical press. 


The far-seeing, progressive agency man will 
also be not alittle interested in the helpful 
spirit of co-operation that is being developed 
between his type of agency and the business 
press. To such, this will be an unusual op- 
portunity. 


For all, there will be an upward urge, new inspirations, a freshened enthusiasm, and three days 
in the world’s metropolis at the most delightful season of all the year. 


Better make up your mind to come. 


THE ASSOCIATED BUSINESS PAPERS 


(Succeeding the Federation of Trade Press Associations) 


A. A. GRAY, President 
608 So. Dearborn Street 
Chicago, Ill. 


JESSE H. NEAL, Executive Secy., 
231 W. 39th Street, New York] City 
(Temporary Address) 








Buyers Kasy Reference ey 


Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 





ELLERS-EVERS-CO-IN 


IN STOCK 


'755614—Women’s All Seal Brown Calf 9-inch 
Lace, Leather Louis Heel. Welt. A to D..$5.00 


7558 44—Women’s Black Kid Vamp, White Kid 
Pop, 9-inch Pattern, Leather Heel, Welt. A to 
ES Ea eee er ee ee ee ee $4.35 


621914—Women’s All Black Kid 9-inch Lace 
Boot, Leather Louis Heel, Welt. B to D. .$3.25 


350514—Women’s All Black Kid 8-inch Lace 
Boot, Leather Louis Heel, McKay. B to D. $2.75 


Catalog of in stock shoes on request 


08 READE ST-NEW YOR 


ATreat to the Feet 


i MacK’s _RGOT LIFE 


TIRED, ACHING, 
PERSPIRING FEET. 


bader for THIRTY YEARS 
_Send for @ copy of 
“THE SHOE THAT NEVER HAD A CHANCE” 


MACKS MEDICAL 
353 Jremont Be Boston Masse 


Scere iri ror irr tt 


"NATIONAL SHOE PLATES NATIONAL | 


Easy to drive on. Hardto 
wear off. Made from 
drawn steel. Free 
samples on 
request 


M--rr<oZ 
“un--Trr"i< 
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3 Sizes for 
all Shoes 












jobber ene t Sees WR 
NATIONAL SHOE PLATE MFG. ox 
1248 West Third St. Cleveland |} 





IMMEDIATE 
DELIVERIES 









rretione: IN STOCK preepenmeemmes 


FOR IMMEDIATE DELIVERY 


SATIN SLIPPERS 


FOR EVENING WEAR 


Made of good serviceable satin, in operas, with 
and without rosettes. In Cuban or 1-2 Louis 
heels to match. Black, white, pink, blue. 


$1.25 to $1.60 per pair 
Terms 3% Ten Days: 30 Days Net 


ORIENTAL SHOE & SLIPPER CO. 
116 Duane Street, New York, N. Y. 


gg» ie 






—L_—~—~_*~w ce SSS 


[COLUMBIA | 


FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you satisfaction es 


-COLUMBIA‘COUNTER:CO- 


349 CONGRESS ST. BOSTON, MASS. 








TAMU HULA! > 
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8lst YEAR 


HENRY LILLY CO. 


88-90 READE STREET 
NEW YORK, N. Y. 


AUCTIONEERS 
COMMISSION MERCHANTS 


THERE’S A REASON--SQUARE DEALING 


pte | Over gtztece 
Years’ ee | 


ATHAN 
I matewa Ventilated 
Cacset Sa Noort 










Original In | Original In Veo | 
Sixteen Years 





















Flexibie Cushioned 


ARCH Sobaeceh Pat'd Fernie Cu Can 


ARCH- BRESERVERS 
Pat'd (No Metal) 






























Beer to 


L Light 
Feather 


"aN 
» | NS! 


A marvellously quick 
seller. 
The best arch for low 
shoes. 





Low 
in Price 














y tho 
fied patrons. Retail $2.00 | retail $1.00 Per Pair 
Per P: . wa Latest Imeroromemte 
Per Doze olesale $13. 3:20 Wholesale $6.60 ** Doz, n Scientific Design 
NATHAN ANKLET SUPPORT co. Maximu 


All at “Your Jobbers 
Send for Full Information 9@ Reade St. New York City Comfort. 
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. 
You can see through an eyelet 


Of course you can! You not 
only can see through the 
i?”  —-, eyelet itself, but the entire 
Ai al . reason for its existence 
© if : M\\ and enormous popu- 
y yy larity. 
Kyelets and laces are 
the only means where- 
by boots and shoes 


can be made to con- 
form to the ankles of cus- 
ISS, tomers instantly. They are 
Rae y the only means whereby the 


stretch of the boot or shoe can 















= be automatically taken up. They 
US “are the only logical means yet dis- 
Yy, covered that insure neat-fitting foot- 
wear from dealer to discard—and 
even then with all the eyelets in good 
/ condition. 


} Don’t saddle yourself with trouble 
7 when it is entirely needless. Sell lace 
| | shoes and dodge discontent. 

| 





BOSTON, MASS. 











United Fast Color Eyelet Company 


>) 
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Women’s Comfort Shoes | 





OUR PRODUCT 


BALS AND JULIETS 
TURNS AND McKAYS 


AFraunse5or 


LYNN, MASS.U SA 


TITTLE 


TTI 


al 





ase a" = sn ee a ee = 


g” Decorative Papers for Window Display 


— And General Display Work 
« 


A large and varied assortment. New Creations. 
“SILKO”’ Looks like Silk 
“VELOUR” Exact Imitation 


Novelty Borders, Pedestals, Screens, Etc. 


Our Fall line of Artificial Flowers is ready for inspection. 
ust be seen to be appreciated. 


Sample Books Sent Upon Request 


= 
“se ee 


Address Dept. “B” @ 


@. DOTY & SCRIMGEOUR SALES CO., INC., & 
74 Duane Street New York City g 


PT 


U6 
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THOMPSON SHOE CO. 


ST. PAUL, MINN. 


WORK SHOES 


ALL NUMBERS IN STOCK 


END in for a trial dozen and 
our catalog. 


=A complete line of men’s, boys’ 
= and women’s Hockey and Skating 
= Shoes 


1114 


MANURE PROOF 


= We solicit exclusive accounts, also 
i Black or =a or Plain Toe 


= salesmen for unoccupied territories 








Strootman Cushions Sell Themselves 


That is what dealers all over the country tell 
us, and here are several reasons why. 


Strootman Cushions conform to the feet and 
make walking a pleasure. : 


After gently raising the arch, they hold*to- 
gether poe goetine arch and ankle bones and 
instantly relieve pains in the heel and arch. 

With Strootman Cushions rubbing of the 


skin and irregular movements of the foot 
bones are prevented. 


Will you be our representative in your town? 
Don’t delay—Write today. 


John Strootman, Buffalo, N.Y. 














Pompon and Tassel Makers 
Can Procure Specially Prepared 


SILKS 


We do not manufacture pompons. 


Our Silks are dyed to match all Shades of Leather, and are so carefully pre- 
pared that they make full, fluffy Pompons and Tassels, outwearing any 


slipper Write for Samples and Prices. 


The ROSENTHAL-STEWART CO., Inc. 
43 RIVER STREET PATERSON, N. J. : 


A Classic Creation : 
IN STOCK 


Style 5050--Steel Gray Kid 
Style 5052--Tobasco Brown Kid 


8% inch height, Goodyear Welt, 
Widths, A to D, Sizes 2% to 7. 


Price, $5.00 


Also same colors in Polish 
With Stag Vamp 


Powell Campbell 





122-124 Duane St.» 
NEW YORK CITY 














SHOE FITTING 
.. STOOLS 


Write for 
Catalog and 
Prices 
No. 141 


THE CHICAGO WIRE CHAIR CO. 








621 N. La SALLE STREET CHICAGO 








E CO, 


IN STOCK 
Men’s 
Tan Kid Romeo 


Goodyear Stitch down 
Welt 


DON’T 
PASS 
Style No. 8515 


“BUY” 
Black Kid $1.60= 


THLDROUROCHOUROROCECCERGRGenecceSOGURRGQERORRRORACCCCRDCCURCREROGCRGUCRRCRRRRRCCRTS 





Style No. 
$1.60 


























Are you going 
on flat tires ? 





The shoe dealer who is stocking more shoe dealers are coming 
only shoes with hard, nail- to know of the prestige and 
studded leather heels is today profit that comes from pushing 
i almost in the class with the © O’Sullivanized lines. 
| automobile dealer who would 
) 1 try to sell an automobile with- We want to cor- 
| out rubber tires. respond with 
| | the proprietors 
} Every day more and more people of modern up- 
| are learning the comfort and to-date shoe 
i . economy of O’Sullivanized stores. Write 
| shoes, and every day more and for our story. 


O'Sullivan Rubber Company 
i] 131 Hudson Street New York, N. Y. 


Copyright 1916, O*Sullivan Rubber Co. pe Ree 
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embodies the following advantages: 





Will not stretch—therefore, shoes made from 
amu stimereyCementarmjerteren 


Has the strength of grain leather—consequently 
stitches and buttonholes will not wear out. 


Adjusts itself to the ankle—thereby producing 


splendidly fitting shoes. 


Produced in Modish styles. 


(OF. 6 Dae Ot) OF & 0\/ 00D Rare am OOP boven 
Detroit, Michigan Boston, Massachusetts 
REPRESENTATIVES 


H. B. ALLENDERFER A. J. & J. R. COOK 
Philadelphia San Francisco 








The very latest addition to 
the Schmidt Calf Leathers is 


Better than Suede 


and 


Finer than Buck 


Everyone interested in a 
positively new and _ better 
leather should 


Ask for samples 


CARL E. SCHMIDT & CO,, Inc. 


Detroit, Michigan Boston, Massachusetts 
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FELT SHOES 
Sell Them Gvery Day ¥ 





ATTRACTIVE PROFITABLE 





STYLE NO.E19F 


‘“‘Kreep-a-wa”’ Felt Slippers are made in a very wide variety 
of styles, each one attractive, each one easy to sell. They 
are made under manufacturing conditions that make possible 
Quality at Low Prices. A widely distributed line that has 


been established for many years. 


BLUM SHOE MFG. CO. 


DANSVILLE . NEW YORK 
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3074— Women’s All Black Vici 9-inch Lace, 


Goodyear Welt. A to BD... occi 3 $3.00 
3094—Women’s All Black Vici 84-inch 
pettes, Wek.. A to D...2i650556c8 $3.00 


NEW STYLES 
OLD PRICES 


617—Women’s Mahogany Kid, White Kid Top, 9- 


inch Lace, Welt. A to D2 cticiict i casewcess $3.60 
3030—Women’s All White Washable Kid 9-inch Lace, 
Ws. A OO Us He rcs alba oie en ae ensae eee $3.50 
615X—Women’s Black Kid Vamp, White Kid Top, 
Sing Lace, Welt.. A. 40 BD. > icici sca knee $3.35 
3070—Women’s All Mahogany Tan Calf 9-inch Lace, 
Ps, | Se ee ae, Backs ee ees Dace ees $3.25 
3070X— Women’s All Mahogany Tan Calf 8-inch Lace, 
SRM <I cM nd cos 3.4 She ak oo AS ER ae ue ee $3.00 


NOVELTY SHOE CO. 


LEES BLDG. CHICAGO, ILL. 
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One of the first questions asked now-a-days hy the best 
qualified advertising space buyers is-- 


“Is your publication a member of the 
Audit Bureau of Circulations” 


A publication holding membership in the A. B. C. places its 


space selling on atrue commodity basis 


The Boot and Shoe Recorder is the only retail shoe trade 
publication holding membership in the Audit Bureau 


of Circulations. 

















No. 3311 


3311 Little Men’s Gun Metal Diamond 
Foxed Blucher, Mat Top, NEO- 
LIN Fibre Sole, Full Sole Leather 
Middle Sole, Harvard Toe, 8-134 $1.60 


All of these shoes are made 
with a full middle sole, Good- 
year stitched and are water- 
proof. 


ORDER FROM THIS PAGE 


DANVERS, 


MASS. 


A CORRECTION 

Through error the shoe that was used for 
illustrating the advertisement of Powell &¥ 
Campbell, New York, in the “Boot and Shoey 
Recorder’ for September 16th was not the 
shoe described or priced in the text matter of § 
the advertisement. The shoe described was] 
their stock number 5040, and was a Tabasco§ 
Brown Kid Polish, with white washable kid} 
wing tip and lace stay of 84-inch height, § 
Goodyear welted, and carrying a leather 
fem French heel. It is carried in widths A to D,i 
@a and sizes 244 to 7. The price is $5.50. The 
=) shoe shown here is the illustration that was| 
called for in the original advertisement, § 
\ and its reproduction will serve to set right }} 
any of the readers of the advertisement 
who may have been confused by the cut of an Alpine low]] 
heel boot that was shown in place of it. 
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Trade Marks in Foreign 
Countries 
Do you Realize the Importance of Protecting your 
Foreign Trade in Cuba, Mexico, the South Amerian 


Countries and also in Europe, Asia and Africa? 
Certain Foreign Countries award exclusive trade-mark 


rights in a trade nam eor mark to the first applicant, ir- 


respective of prior use by another. This allows the 
piracy of valuable trade-marks in such countries. 

The Shoe Manufacturer maintains a Patent and 
Trade-mark Department fully equipped to promptly 
handle your applications for Registration of Trade-marks 
in all Foreign Countries, as well as in the United States. 
Address all Inquiries to Boot and Shoe Recorder Patent 
and Trade-mark Department, 207 South St., Boston. Mass. 





CATALOG 
ON REQUEST 


MARSTON & TAPLEY CO. 


TOES 
SOLES 


BOY’S STYLES, ALL 
WITH THIS FAMOUS 
WIDELY ADVER- 
TISED SOLE ARE 


IN STOCK 


No. 3306 


3306 Boys’ Gun Metal Bal, Mat Top, 
NEOLIN Fibre Sole, Full Sok 
Leather Middle Sole, Dartmouth 


Toe, 1-6 
3308 Boys’ Gun Metal Button, Mat Top. 
NEOLIN Fibre Sole, Full le 


3309 Little Men’s Gun Metal Button, 
Mat Top, NEOLIN Fibre Sole, 
Full Sole Leather Middle Sole, 
Harvard Toe, $134. os 

3310 Boys’ Gun Metal Blucher, Mat To; 
NEO Fibre Sole, Full Sole 

Brown Toe, 





INDIAN 


The Indians knew what 
REAL foot comfort was. 
We have incorporated 
ALL these comfort fea- 
tures in our Indian 
slippers. 








No. 23—Tan Wapiti Leath- 
er, Blue Eiderdown Lining 
Chinchilla Furetta, Long 
Tip, Blue Ribbon. 











Send for Catalog and 
Price List 
100 Styles In-Stock 





design, ‘“‘Rawhide’’ sewn. 
Light Brown Ooze leather, 
Felt Lining, Fringed Col- 


No. 403—A typical Indian | 
lar. 











Now is the time to get these 
* * No. 45--Tan Wapiti Leather, 
slippers into your store for elgg Be on Lining 
the Holiday Seasons—-Write Fringed Collar, Short Notch- 
us. ed ip with Blue Ribbon 
Interwoven. 








Algonquin Slip er Co. 
BANGOR, MAINE 
WESTERN REPRESENTATIVE 
J. P. Davis 1512 Michigan Ave. 


FOREIGN AGENTS 
Universal Export and Import Co. 


Chicago 
Boston, Mass. 
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Yes 


Process 
Patented 
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1913 


Patented Jan. 12, 1915; 


YULO-UNIT 


BOX TOE 


The Expression of 
Quality in a Shoe 





Quality expresses itself in a shoe by 
its stylish appearance and its ability 
to give long service. 


However attractive the shoe may be 
at the time of its purchase, the real 
test of quality comes with months of 
wear. 


Upon the box toe falls the burden of 
preserving the shape of the forepart 
of shoe. If the box toe softens or 
breaks down, the quality appearance 
of the entire shoe is lost. 


Not until the Vulco-Unit Box Toe 
was invented was there a box'toe on 
the market which could resist the heat 
and perspiration from the foot or the 
action of water penetrating the shoe. 


Vulco-Unit Box Toes are now used by 
the leading shoe manufacturers of the 
country. 





Mr. Retailer: 

It will be to your advantage to specify 
VULCO-UNIT BOX TOES in all your shoe 
orders. 


Beckwith Box Toe Co. 


108 LINCOLN ST. BOSTON, MASS. 


The most widely circulated book ever 
printed for the shoe trade is the 


Shoe and Leather 


Lexicon 


(Copyrighted and All Rights Reserved) 


Now in its THIRD edition, enlarged and 
revised, and printed from new type. Two { 
big editions went rapidly, and it is still 
selling fast, for it is a book that every 
seller of shoes will value for reference or 
extended study. It is a recognized au- 
thority in the trade, because of its de- 
pendable accuracy. It is compact, concise, 
pocket size, not a word wasted. Price, 40 
cents a copy, postpaid, or three copies to 
one address for $1.00. Every member of § 
every sales force ought to have a copy. 
Send check (or stamps) with order to 


Book Dept., Boot and Shoe Recorder, 


179 South Street, Boston. 


Same style of binding, same price, same 


useful completeness, our booklet on 


“Shoe Fitting” 


Mix your order, if desired, part “Shoe 
Fitting,” part “Lexicon,” at the dollar rate 


above quoted. 














DUSTEN’S 


IN STOCK 


All Battleship Gray 
8 inch Polish McKay 
3-4 Fox. 


673 24-8... .. $2.75 
WRITE---WIRE--- PHONE 


Dusten Shoe Co. 
HAVERHILL, MASS. 
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Where you want them 
When you want them. 





HEN you require some sizes to fill in 

with the most convenient place to have 
them is in your reserve stock--but you don’t 
want the burden of carrying a reserve stock--- 
then is when the in-stock feature of the 
Rice & Hutchins distributing system serves 
your need. 


Think of it---there are nine wholesale Rice & Hutchins houses 
each in a natural distributing center carrying your reserve for you. 


These stocks comprise men’s high-grade welt shoes that will retail with a good 
profit to retailers at $6.00 down to $3.00, including the Rice & Hutchins Special, 
All America, Armada, Signet and men’s low priced welts and McKays—women’s 
fine shoes in the Mayfair grade, women’s medium-grade shoes in the Ladifair 
grade—boys’ fine shoes in the Signet grade—and Educator Shoes for every 
member of the family. 


This means to the shoe retailer quick delivery of sizing orders, the use of little 
capital and quick turn over. 


Let the Rice & Hutchins System solve your problem. 





RICE & HUTCHINS’ WHOLESALE HOUSES 


The Rice & Hutchins Chicago Co. The Rice & Hutchins Baltimore Co. 

The Rice & Hutchins New York Co. The Rice& Hutchins Cleveland Co. 

The Rice & Hutchins St. LouisShce Co. The Rice & Hutchins Atlanta Co. 

The Atlas Shoe Co., Boston, Mass. The Rice & Hutchins Cincinnati Co. 
Joseph I. Meany & Co., Inc., Phila. 





Distributing 
System 


Rice & Hutchins, Inc. 
Twenty High Street, Boston, U.S.A. 
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